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1956 Premiums On 
Reinsurance Ceded 
Abroad $208 Million 


Decline frou $212 Million Record 
of 1954; $146 Million Losses 
Recovered in 1956 


DEPT. OF COMMERCE FIGURES 


United Kingdom Got $178 Million 
Premiums in 1956 Against $187.6 
Million in 1954 


In 1956 United States insurance com- 
panies paid $207,900,000 in premiums for 
reinsurance ceded to foreign reinsurers 
and recovered from them $146,300,000 in 
losses, states the Bureau of Foreign 
Commerce of the U. S. Department of 
Commerce in Washington. Jerome 
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director of the insurance staff there. 
The $61,600,000 excess of premiums paid 
over losses recovered was offset by net 
receipts of $10,900,000 on reinsurance 


United States companies accepted from 
foreign insurers. 

U. S. insurance companies received 
$38.6 million in premiums on reinsurance 
assumed from abroad and paid losses 
thereon of $27.7 million. Thus, in 1956 
net receipts by foreign countries on their 
reinsurance business with U. S. insur- 
ance companies amounted to $50.7 mil- 
lion. This represents an increase from 
the $36 million net receipts in 1955. 


Small Drop From 1954 High 


Since 1949 these annual surveys have 
generally shown increases in the amount 
of premiums ceded to foreign reinsurers, 
although in 1955 and 1956 there was a 
small drop from the $212.7 million of 
premiums ceded in 1954 to foreign rein- 
surers. Of the $207.9 million of premiums 
ceded in 1956, British reinsurers received 
$177.7 million and Swiss reinsurers re- 
ceived $16.6 million. Latin American re- 
publics received nearly $2 million in 1956. 

The $38.6 million in net premiums 
reccived here on reinsurance assumed 
fromm abroad is over $5 million above the 
1955 figure and twice the $18.1 million 
in 1951. Losses paid abroad of $27.7 
million in 1956 was nearly $67 million 


} above 1955 and compared with only $12 


million paid abroad in 1951. 

“rom time to time,” states Mr. Sachs, 
the Department has been asked about the 
method used in distributing the ques- 
tionnaires. In 1950 when the survey was 
undertaken for the first time, insurance 


(Continued on Page 28) 
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Agency service throughout North America 
with branch offices in 100 key centers from 
coast to coast. 


$7 BILLION INSURANCE IN FORCE 


SUN LIFE OF CANADA 


Head Office — Montreal 
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Record Business .With 
Keen Competition For 
Insurance Year Ahead 


Companies Plan Intensified Sales 
Promotion, Advertising, Agent 
Training Programs 


SEE PROSPERITY CLIMATE 








More Companies to Issue Family 
Policy, Special Contracts and 
Grade Premiums by Volume 





Life insurance sales in both the United 
States and Canada will this year run 
10% to 15% ahead of 1957, in the opinion 
of sales vice presidents who replied to 
a recent survey of the Life Insuranceé 
Agency Management Association. In the 
United States this would mean life sales 
approaching $75 billion, with total own- 
ership passing the half trillion mark. 
Substantial gains were predicted for both 
Ordinary and Group life, as well as 
accident and sickness insurance, but not 
for Industrial life insurance sold on a 
weekly premium basis. 

Predictions for sales increases by in- 
dividual companies in both countries 
ranged from 5% to 40% ahead of last 
year. Ninety-six per cent report they 
are aiming to swell the size of their 
sales force and at the same time try to 
upgrade each agent’s productivity. Three 
out of four companies will open one or 
more new agencies, and one out of four, 
suboffices. One out of four com- 
panies will enter new states or provinces 
during 1958; one out of five will develop 
new brokerage services or outlets. 


Sales 


More than one-third of the companies 
enter the new year with a formal plan 
for selecting and training managerial 
manpewer, and another 25% intend to 
join their ranks during the year. This 
was described by LIAMA Managing Di- 


new 


To Intensify Promotion 


rector Frederic M. Peirce as “a most 
encouraging and_ significant develop- 
ment.” In further comment on the sur- 


vey, Mr. Peirce noted that “the com- 
petitive bandwagon will continue to roll 
throughout 1958.” While over 100 
LIAMA companies were writing a fam- 
ily policy or rider at the end of 1957, 
another 48 companies announce their 
intention to do so during the new year. 
Fourteen more companies will issue new 
special policies, several with a $25,000 
minimum. Twenty-two per cent of re- 
plying companies already grade pre- 
miums by amount of policy and another 
20% say they intend to introduce grad- 
ing this year. 

More emphasis on sales promotion and 
advertising is reported by nearly all 
companies. Forty per cent are increasing 
their promotion budgets; while 58% will 
strive for better results with the same 
budget as last year. Present volume of 


(Continued on Page 4) 
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Are you up-to-date 
with New England Life? 


AUTOMATIC MONTHLY PREMIUM 

Under the AMP plan New England draws a monthly check for the premium 
on the bank authorized by the policyholder. This payment is actually lower 
than it would be on the usual monthly premium basis. 


ALSO: monthly premium rates for salary savings and pension trusts on 
Consolidated Premium Billing plan have been reduced. All cases with ten or 
more policies are eligible. The same rates apply that are used for policies under 
the AMP plan. 


EXTRA MONEY FOR 1958 DIVIDENDS 


$1,500,000 more than required for normal increment due to company growth 
has been added to the dividend allotment for 1958. This represents a partial 
or general increase in New England Life’s dividend scale for the 5th consecu- 
tive year. 


DIVIDENDS NOW GRADED BY SIZE ON NEW ISSUES 
Larger policies get increased share of dividends — no reduction in gross 
premiums. 


LARGER SURRENDER VALUES 

Guaranteed on ordinary life policies of $15,000 or more issued after Novem- 
ber 1, 1957, and women policyholders at age 28 and over will get an extra 
dividend in addition to the regular dividend paid to men. 


NEW ENGLAND 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA — 1635 
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Life Underwriters And Mutual Fund Salesmen 


Find Common Ground For Their Operations 


Spokesmen From Both Fields Air Views at New York City Association Meeting; M. P. Coyle, 
D. B. Fluegelman, E. B. Burr, H. X. Schreder Featured; D. F. Barnes Acts as Moderator 


Some basic facts on Mutual Fund 
operations, what they are and how they 
effect the business life of the life in- 
surance representative were discussed at 
the January meeting of the Life Under- 
writers Association of the City of New 
York. The meeting was an educational 
session, not a debate, and was planned 
for the purpose of giving the life under- 
writer a broader view of the investment 
company operation and to give Mutual 
Fund representatives an insight on the 
life insurance thinking regarding Mu- 
tual Funds. Members of the panel on 
“Life Insurance and Mutual Funds” were 
Michael P. Coyle, CLU, Phoenix Mutual 
Life and David B. Fluegelman, CLU, 
general agent, Connecticut Mutual, 
speaking on behalf of life insurance and 
Edward B. Burr, executive director, Na- 
tional Association of Investment Com- 
panies and Harold X. Schreder, execu- 
tive vice president, Distributors Group, 
Inc. and Group Securities, Inc., repre- 
senting the Mutual Fund interests. 
Moderator was Donald F. Barnes, vice 
president, Institute of Life Insurance. 

On one point all panel members were 
in complete agreement, Mutual Funds 
are not a substitute for life insurance 
and that it would not be advisable for 
an investor to acquire Mutual Funds or 
any other investments until an adequate 
life insurance program had been ac- 
quired. Many of the leading investment 
houses advocate this principle and do so 
advise their clients. 


Statement of Principles 


There is of course the problem of un- 
ethical salesmen and this is true in both 
fields. To combat this the National As- 
sociation of Investment Companies with 
the National Association of Life Under- 
writers, have adopted a joint statement 
of principles for guiding salesmen of 
investment company shares and life un- 
derwriters in their professional dealings 
with clients, with each other, with other 
financial counsellors and with the general 
public. 

Among other things these principles 
state that the best interests of the client 
are the paramount obligations of both 
life underwriters and salesmen of in- 
vestment company shares and that each 
recognize that the other is a specialist 
in his own field, and should not attempt 
to advise his clients in the other field. 
_ These principles further state “that 
In serving individual family and business 
financial needs, it is important that the 
salesman of investment company shares 
recognize that life insurance is a basic 
tool in creating immediate estates as a 
means of protecting against the hazard 
of premature death. The salesman of in- 
vestment company shares should also 
recognize the part that life insurance can 
plan in providing guaranteed sums for 
the emergency cash and old-age income 
needs of families. 

“It is important that life underwriters 
Tecognize that investment company 
share ownership provides individuals 
and families an excellent means to par- 
ticipate in the growth and _ prosperity 
of the nation’s economy and to obtain 
the benefits of diversification and pro- 
€ssional investment management.” 

As the guiding principles state that life 
underwriters and salesmen of investment 
Company shares are “specialists” in their 
Own fields, it is unlikely that anyone 
could achieve “specialist” rating in sell- 
Ing life insurance and Mutual Fund 
shares, which would substantiate the 


By Otiver J. Jongs 


reasoning of those opposed to life un- 
derwriters adding investments to their 
sales portfolio. 

Mr. Fluegelman, emphatic in his de- 
nunciation of a life insurance salesman 
selling Mutual Funds, or any other pro- 
duct, feels that he sacrifices his reputa- 
tion as a “professional” and reduces his 
status to that of a “peddler.” We are 
in the life insurance business, he said, 
and the majority of the people we serve 
have no choice, no other way to provide 
the protection they need, than through 
life insurance. 

Mr. Fluegelman’ criticized tying up 
Mutual Funds with Group life insur- 
ance, which he termed “a perversion of 
the Group concept” and said that, he was 
unimpressed with the “good manage- 
ment” records claimed by Mutual Fund 
executives. Securities in general, have 
gone up in recent years, he pointed out, 
and for more than a decade now an 
investor buying the averages would fare 
well on his own. Mutual Fund manage- 
ment, he feels, has not really been tested 
and until they favorably weather a period 
of economic stress can they accept 
credit for “good management.” 


Unethical Salesman 


Mr. Coyle feels that much of the mis- 
understanding between life insurance 
and Mutual Fund salesmen stems in part 
from ignorance and in part from un- 


ethical practice. He took issue with not 
only the unethical securities salesman 
but also with the unethical insurance 
salesman. “This type of salesman,” he 
said, “would destroy an existing insur- 
ance and annuity program solely for the 
reasons of freeing the cash value and 
the future premium payment for the 
purpose of a new Mutual Fund. 

“The unethical salesman is at times 
very crude and stupid, yet sometimes he 
is very subtle. For some reason or an- 
other finding himself unable to sell stock 
or fund or equity investment on top of 
the guaranteed insurance and annuity 
program, he resorts to the following: 

““Cancel out your present insurance 
and annuity and put the entire amount in 
this Mutual Fund which will triple in 
value in the next ten years.’ Thus we 
find the prospect now permitting his en- 
tire savings, and his future as well, to 
an equity investment. This is in all 
violation of a sound investing principles. 
The prudent man’s theory would limit 
a man to no more than 25 or 30% of his 
money in equities and the rest of it 
in guarantee. On occasion this fellow 
becomes remorseful and suggests that 
the prospect buy some reducing Term 
insurance just in case, and sometimes he 
may even suggest where this insurance 
may be bought and from whom.” 

A Mutual Fund man, Mr. Coyle said, 
“actually should be competing with the 





New Book On 


S. A. Monroe, B. W. Steinberg 


Outlining Philosophy and 


Successful Career 


“Practical Property” Planning — A 
Workbook of Estate Planning for the 
Life Underwriter,” is the title of recently 
published book, authors of which are 
Stuart A. Monroe, general agent in Chi- 
cago for Mutual Benefit Life and B. 
William Steinberg, CLU, general agent 
in New York for Massachusetts Mutual 
Life. It is not a textbook, but rather a 
workbook designed to help producers 
ease the climb to profitable, professional 
practices. 

Contents of the book are divided into 
four parts. Part one deals with insur- 
ance analysis and covers the following: 
Establishing the philosophy and_pat- 
tern of operations, simplifying program- 
ming techniques, handling the confiden- 
tial information and reviewing the pol- 
icies and making recommendations. 

Part two on the problems of taxation 
deals with the listing of the gross estate 
for Federal estate tax, unravelling joint- 
ly owned property, clarifying the marital 
deduction, determining property valua- 
tion, applying the Federal gift tax and 
taxing life insurance proceeds—the Fed- 
eral income tax. 

In Part three—business situations and 
distribution problems, the following are 
discussed: Understanding the forms of 
business organizations—sole proprietor- 
ship — partnership — corporations, solv- 
ing problems of the business owner and 
executive, presenting the key man solu- 
tion—a sample case report, looking at 
the partnership buy and sell agreement 
—a check list, viewing the corporation 





Estate Planning 
Authors of Practical Workbook 


Procedures Necessary For 
in Estate Planning 


buy and sell agreement—a check list, 
comprehending the will—another check 
list, and utilizing the trust. 

Part four, the sales presentation, is 
devoted to preparing the report. It cov- 
ers A. for the medium estate ($179,000), 
B. for the medium estate ($216,000), C. 
for the modest estate ($90,000), D. for 
the Section 303 case, E. for the larger 
estate ($500,000). 

The final chapter summarizes the 
property plan—A sample property book 
and asset record. 

Authors Monroe and Steinberg point 
out that the workbook is designed to 
provide the life underwriter with a 
“track to run on.” It assumes basic 
knowledge of life insurance, policies and 
settlement options. It outlines the phil- 
osophy and procedures the authors have 
found to be necessary to permit a suc- 
cessful career as an estate planner. It 
gives, in easily digestible form, the tech- 
nical knowledge needed to handle most 
cases. 

For the underwriter who may have 
more clients in the “advanced program- 
ming” sphere than in the “estate plan- 
ning” class, the chapters on procedures, 
programming techniques, insurance pol- 
icy check list and recommendations list, 
and the property record book represent 
a concise treatise, per se, on program- 
ming and should be helpful in that area. 


Biggest Stumbling Block 


Finally, the authors state, “the work- 
book attempts to solve what seems to be 


Solves 


stock broker, but ‘would much prefer to 
compete with us because we are re- 
stricted by the guarantee printed in our 
policies and he is only restricted by his 
own conscience.” 

About the claim that life insurance 
should be bought for only one reason— 
premature death, Mr. Coyle said that 
“the fact of the matter is that legal 
reserve life insurance is designed to 
take care of dying too soon as well as 
living too long. In the younger ages if 
a man bought Term insurance and in- 
vested the difference, he would have to 
be guaranteed a 444% compound inter- 
est return tax-free to do as well as the 
cash value growth in his policy. And 
if you explain that point to your pros- 
pect you won’t have any trouble com- 
peting with other salesmen. But, the 
cash values of life insurance and an- 
nuity estate represent the guaranteed 
portion of his over-all investment pro- 
gram and if your buyer follows the 
prudent man theory, he will have 75% 
of his money in cash values and 25% in 
equities.” 

In reference to the “good manage- 
ment” claim of Mutual Fund people, Mr. 
Coyle said that an examination of their 
sales literature reveal they show what 
an investment of $10,000 in 1943 would 
have amounted to in 1953. “This, of 
course, they claim is due to superior 
management. As a matter of fact, you 
could have bought $10,000 worth of horse 
feathers and done equally as well ,if not 
better. The average man who bought an 
$8,000 house in 1940, turns out to be a 
financial wizard, because his property 
values are now worth about $25,000. Pro- 
fessional supervision had nothing to do 
with this, it was just,the trend of the 
time.” 

Mr. Burr said that while Mutual Funds 
and life insurance are vastly different, 
there is a similarity, in that they both 
represent “thrift institutions’ and the 
combination of both elements result in a 
“balanced program for the public.” 

Paying tribute to the work of the joint 
committee of the National Association 
of Life Underwriters and National As- 
sociation of Investment Companies in 
seeing to it that the code of principles 
are not violated, Mr. Burr said that 
there is increasing evidence that life 
underwriters and Mutual Fund salesmen 
are cooperatively working together. 

Mr. Schreder discussed the basic prin- 
ciples of the industry he represents and 
said that a Mutual Fund is simply a 
method of investing that offers participa- 
tion in the best accounts under the su- 
pervision of “professional investment 
management.” He also commended both 
industries for establishing the joint com- 
mittee responsible for setting up the 
statement of principles and recommended 
that life insurance representatives learn 
more about Mutual Funds. By so doing, 
he remarked, they will become better 
life insurance salesmen. 





the underwriter’s biggest stumbling 
block. How often do you find you do 
have the information required to analyze 
your client’s problem; you have the 
papers—policies, will, buy and sell agree- 
ment; you may have the technical knowl- 
edge to arrive at a solution; but then, 
you have extreme difficulty in organiz- 
ing ail of this and preparing a presen- 
tation concise, simple and direct enough 
—so that your client can understand it. 
Is it not important to be able to lead 
your client along a path, step by step, 
so as to permit him to arrive at the 
proper solution of his problem, and take 
favorable action?” 

The workbook also includes sample 
forms used as well as a sample report 
of typical cases. It explains how in 
simple, almost routine fashion, a com- 
plete report can be evolved which will 
properly motivate the client to take ac- 
tion. 

One of the most significant points 
about the book is that it was written 
by two life underwriters who are active 
in field selling activities, for the benefit 
of other fieldmen. 

Publisher of the book is Planning As- 
sociates, 141 West Jackson Boulevard, 
Chicago. It is priced at $10.50 per copy. 
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Supervisor of Agencies 
For Fidelity Mutual 





ROBERT L. MAYES 
Fidelity Mutual Life has appointed 
Robert L. Mayes supervisor of agen- 
cies for the home office in  Phil- 


adelphia. He joined Fidelity Mutual in 
1954 as an agent with the George Charu- 
has Agency, of Miami, Fla. 

Native of Kentucky, Mr. Mayes has 
lived in Miami for several years, is a 
graduate of the University of Miami, 
class of 1949, where he majored in busi- 
ness administration and received his 
B.B.A. degree. 

A director of Miami Life Underwriters 
Association, Mr. Mayes also has served 
consecutively as secretary, treasurer and 
president of Junior Chamber of Com- 


merce of Miami Springs, and as district 
secretary. He is also a charter member 
of the board of Miami International 
Lions. 





Dr. Edward G. Simmons Dies; 
Former President of ALC 


Edward G. Simmons, executive vice 
president, Pan American Life, died Tues- 
day morning in New Orleans suddenly. 
Born in 1876 in St. Louis and educated 
at Washington University with degree 
of Doctor of Medicine he received Doc- 
tor of Dental Medicine degree. Entering 
life insurance in 1903 he was one of 
organizers of Pan-American Life and 
was a past president of American Life 
Convention. 





Connecticut General Life 


Group Appointments Made 


Connecticut General Life announced 
the appointments of a field Group in- 
surance manager and three Group pen- 
sion representatives. Named district 
Group manager in Seattle is Anthony 
G. Hargreaves. Before his appointment 
he served on the Group insurance staff 
of Cravens, Dargan and Company in 
San Francisco, general agents repre- 
senting Connecticut General. A native of 
London, England, he attended business 
college and the Royal Naval College. 

New Group pension representatives 
are Robert H. Dunphy in Hartford, 
John R. Hammond in Buffalo, and 
Richard G. Hight in Baltimore. All 
three have been with the company’s 
home office Group sales department in 
Hartford. 

Mr. Dunphy is a graduate of Boston 
University. Mr. Hammond received a 
Bachelor’s degree from Colby College 
in Waterville, Maine, and Mr. Hight 


is a graduate of Mount Union College 
1 Alliance. Ohio. 


W. H. King Leases 18th Floor 
Of New Bldg., 200 E. 42nd St. 


The Wheeler King Agency of the 
New England Mutual Life in New York 
has leased the entire 18th floor in the 
new 30-story office building under con- 
struction at 200 East 42nd Street. The 
long term lease was negotiated by Jo- 
seph F. Bernstein of the Joseph F. Bern- 
stein Co. 

The King Agency, now located at 342 
Madison Avenue, has $110 million of life 
insurance in force. It also does a large 
volume in Ordinary, Group life, hos- 
pitalization and pensions. Mr. King is a 
Chartered Life Underwriter and a past 
president of the Life Supervisors Asso- 
ciation of New York City, the Midtown 
Managers Association and Life Manag- 
ers Association of Greater New York. 
The agency, which has always been lo- 
cated in the Grand Central district, will 
move to its new location in this area 
about August 1. 


The new skyscraper will occupy the 


entire 200-foot easterly blockfront of 
Third Avenue between 4lst and 42nd 
Streets. It will add 350,000 square feet 


of space to this rapidly expanding execu- 
tive office district. The building was de- 
signed by Emery Roth & Sons; general 
construction work is being done by 
Diesel Construction Co. 





Wm. P. Barber, Jr., Retires 


From Connecticut Mutual 


William P. Barber, Jr., secretary, 
Connecticut Mutual Life for more than 
20 years, has retired after 43 years with 
the company. Graduated Phi Beta Kappa 
from Trinity College he received his 
Master’s degree from Cornell Univer- 
sity. He joined Connecticut Mutual as 
a clerk in actuarial department; was 
promoted to assistant actuary in 1920, 
associate actuary in 1923 and secretary 
in 1937. 

He _ served 
the Mexican 
World War I. 

Mr. Barber’s responsibilities have in- 
cluded supervising coordination among 
the personnel, accounting, auditing, 
tabulating and transcribing departments. 
It is estimated that a million policies 
have been issued with his signature on 
them as secretary. He became a Fellow 
of Society of Actuaries in 1920, has 
served as vice chairman of the Society’s 
examination committee and the commit- 
tee on new recording means and com- 
puting devices. Mr. Barber is a past 
president of Life Office Management 
Association and was a member of the 
Association for Computing Machinery. 


for brief periods during 
border incident and in 





A. MAXWELL KUNIS, F.S.A. 
Consulting Actuary 
Specializing in 
Life Company Management Problems 


11 West 42nd St., New York 36 
Telephone: Wisconsin 7-8266 








O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 











Joins Wisconsin National 





L. B. VAN TREESE 
L. B. Van Treese has been named 
vice president and director of agencies 


for Wisconsin National Life, according 
to an announcement by W. Mead Still- 
He will take up his new 
duties on February 3. E. H. Metz will 
become vice president—sales training, 
and A. L. Senderhauf will continue as 
associate director of agencies. 

Mr. Van Treese has spent his entire 
working career in insurance sales work, 
having started with the Minneapolis of- 
fice of The Prudential and becoming 
assistant manager of the branch in 1937. 
From 1946 to 1950 he served as agency 
supervisor for the Aetna Life in Min- 
In 1951 he joined Mutual Serv- 


director of 


man, president. 


neapolis. 
ice Life and 
sales during the past two years. 


has been its 





FRANK McCAFFREY 
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Ask M. L. CAMPS AGENCY 


about 
JOHN HANCOCK’S 
Signature 25 Policy 
with very high First Year cash values 


issued at ages 15 to 70 


Call is for Julf Information 


ABE EISEN, C.L.U. 
OXford 7-2121 
800 SECOND AVE. (at 42nd St.) NEW YORK 


LARRY CAMPS 








HEAR HAROLD W. BAIRD 





Calls for Stronger Public Leadership 
on Part of Life Underwriters in 
Talk Before Albany Association 
Life underwriters were called on to 
exert stronger public leadership in their 
unique role as the “only active sales 
force in America today dedicated to the 
purpose of encouraging the public to 
save instead of spend. Savings banks 
and savings and loan institutions are 
allied with us in advocating thrift, but 
they lack an active sales force,” Harold 
W. Baird, CLU, told the Albany Life 
Underwriters Association. Mr. Baird is 
immediate past president of the New 
York State Association of Life Under- 
writers, and is a special agent for North- 

western Mutual in New York City. 

Commercial banks used to advocate 
thrift, Mr. Baird said, but judging from 
their current advertising in newspapers, 
and on radio and television, they have 
now turned their efforts to inducing 
consumer borrowing for new cars, boats, 
vacation travel, “or any other worth- 
while purpose.” 


The life insurance sales organization) 


is the only one in America today dealing 
in guaranteed thrift plans on an install- 
ment basis, Mr. Baird reminded the 
Albany association. He called attention 
to the many industries backed with mil- 
lions of dollars of advertising, motiva- 
tional research, and highly specialized 
sales forces, “all 
of getting people to spend.” 

In this public responsibility, the life 
underwriter holds a unique position in 
the professional community, Mr. Baird 
emphasized, “and he should accept this 
responsibility by exerting stronger lead- 
ership in public affairs.” 

Mr. Baird suggested that one of the 
reasons the life insurance business ap- 
pears at times to lack a sense of direc- 
tion is because many companies, agency 
heads and agents disz agree on whether it 
is a “business” or a “trusteeship or pro- 
fession.” He pointed to the difference 
in emphasis involved, and the effect of 
this decision on the operations of a com- 
pany, its sales organization, and _ its 
public relations. 

“Are we wrong in expecting a_ higher 
standard of ethics in life insurance than 
in the ordinary commercial enterprise— 
the sale of used automobiles, for in- 
stance?” he asked. 





Promote B. G. Brazier 

Burton G. Brazier, associate manage! 
of The Prudential’s Murray Hill agency 
in New York City, has been promoted 
to manager of the agency. He succeeds 
William R. Israel, who has been named 
to head the company’s newly established 
Vineland, N. J., agency. 

He is an alumnus of Milwaukee State 
Teachers College and the University 0 
Wisconsin. 


See Record Business 


(Continued from Page 1) 





advertising in the trade press will be 
maintained or expanded by ninety, pt 
cent of the companies. Some advertising 
in daily and weekly newspapers will be 
done by seven out of ten companies, witl 
25% of these doing more than last yeat. 

All of these expected life insurance 
gains will be accomplished in a climate 
of general business prosperity, accor ding 
to the great majority of the sales 0 
ficers replying. Thirty per cent expec! 
business in general to be “better thal 
1957” and 64% “about the same.” Only 
6% foresee a dropoff for the year as ¢ 
whole. 
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LOMA Larger Offices, 
“Open House” Held Here 


NOW HAS 338 COMPANIES 








Launches New Public Relations and In- 
formation Campaign With Wendell 
Buck as Consultant 





A public and press relations program 
aimed to help member companies and 
inform the public relative to objectives 
and work of Life Office Management 
Association was inaugurated January 14 
with an “open house” at LOMA head- 
quarters, 110 East Forty Second Street, 
New York City. Guests showed particu- 
lar interest in the enlarged facilities of 
LOMA which now. occupies an entire 
floor in the building, with 40% more 
floor space. Personnel has also increased 
and the reference library enlarged. More 
space has been alloted the reception 
room and the offices have been redeco- 
rated. 

The new PR and public relations ac- 
tivity evolved from recommendations of 
a committee of LOMA on institutional 
and membership relations. 

Chairman of committee is H. T. Sears, 
administrative vice president, Equitable 
of Iowa. Others on it are Morgan S. 
Crockford, Excelsior Life of Canada and 
president of Life Insurance Advertisers 
Association; A. William Evans, General 
American Life: H.: A, Marshall, Shen- 
andoah Life; Robert S. Mason, New 
York Life; and R. B. Reynolds, Amer- 
ican Mutual. 


Five More Companies Join 


It was announced by Roy A. Mac- 
Donald, managing director, that LOMA 
now has a membership of 338 companies, 
60 of them domiciled abroad in 24 
countries. Mr. MacDonald announced 
that five new companies have joined the 
organization. They are _ Inter-Ocean, 
Cincinnati; Progressive Life, Red Bank, 
N.3.: Variable Annuity Life, Washing- 
ton, D. C.; Educators Mutual Life, Lan- 
caster, Pa.; and Overseas Assurance 
Corporation, Singapore. General man- 
ager of the latter company is Yung Nyuk 
Lin. A further announcement by Mac- 
Donald was that Wendell Buck, well 
know in life insurance public relations 
field, has been appointed consultant of 
the public and PR program. 

Among officers and directors of LOMA 
attending the open house were J. How- 
ard Ditman, vice president and comp- 
troller, New York Life, immediate past 
president, LOMA; Charles B. Laing, vice 
president, The Prudential; Warren J. 
Moore, executive vice president, Old Line 
Life; Burgh S. Johnson, administrative 
vice president, Guardian Life. 

Industry association representatives at- 
tending were Bruce E. Shepherd, Life 
Insurance Association of America; Hol- 
gar J. Johnson and Chester Nash, Insti- 
tute of Life Insurance; Jack Manning, 
managing director, Life Underwriters 
Association of New York and Life Man- 
agers Association of (New York; Arthur 
L. Sullivan, president, Life Managers of 
New York, and James Williams, Health 
Insurance Institute. 

Other guests included Laurence C. 
Soper, assistant vice president, New 
York Life, who got one of the first 
Fellowship awards of Life Office Man- 
agement Association Institute; and Mr. 
Crockford. 


Wendell Buck 


Mr. Buck has specialized in sales pro- 
motion and public relations for insurance 
companies since starting his own PR 
business in 1952. He entered life insur- 
ance in 1941 with Manhattan Life. That 
company has been a client since he 
formed his own organization. During 
World War II he was a combat intelli- 
gence officer in Army Air Corps. He 
served overseas in a heavy bombardment 
group stationed in England—the 8th Air 
Force. Prior to the war he was for seven 
years in advertising, sales promotion and 
PR of Ford Motor Co. as an account 
executive of McCann-Erickson, Inc., New 
York advertising agency. 


Lincoln National Names 
Four General Agents 


Lincoln National Life has appointed 
Charles C. Ashby, co-general agent with 
Al C. Fishback in Denver to be known 
as Fishback-Ashby Agency. He has had 
wide experience in Arizona and later 
transferred to Pasadena. 

Sheldon I. Barnett, formerly of Kansas 
City, becomes general agent at Omaha 
succeeding Dennis Radford, Jr., who is 
retiring after many years to continue 
as special agent. 

John W. Howes, following several 


years in insurance in Whittier, Calif, 
has been made general agent in Santa 
Ana. 

Raymond E. King, Jr., CLU, who be- 
comes general agent in Charlotte, N. C., 
has been a leading producer in the Bir- 
mingham, Ala., agency. 





National Life Record 


National Life of Vermont had sales of 
new life insurance in 1957 of more than 
$282,000,000, a new record for the com- 
pany and a gain of 19%. Premiums on 
an annual basis totaled nearly $9,000,000, 
an increase of 6% over the previous 
year. December sales set a new monthly 


record at $28,000,000. 





Northwestern Mutual Sets 


New Production Records 


A 1957 sales total of $748,353,500 for 
the Northwestern Mutual Life, establish- 
ing the firm’s sixth consecutive record 
sales year, was announced by Grant L. 
Hill, vice president and director of 
agencies. This is 7.5% or $52,319,000, 
above year-end 1956 record sales. 

The company reported $75,672,000 in 
December sales, an all-time high for that 
month and 12.5% over the previous De- 
cember high in 1956. December was also 
the second highest single month for 
sales in the firm’s 100-year history. The 
highest month was May, 1957. 

The John R. Mage general agency, 
Los Angeles, took first place for De- 
cember sales among the firm’s 93 general 
agencies nation-wide. Its December 
sales set a new record—31.4% above its 
last high month, October, 1957. 

The Stumm & Roeder agency, Aurora, 
Ill., took second place for December 
sales among the firm’s 93 general agen- 
cies nation-wide. 

In third place was the L. P. Schwinger 
agency, Cedar Rapids, which had _ its 
best sales month in December—6% over 
its previous high month of May, 1957, 
and 47% over its last December high, in 
1956. 





Life a ce 


e AGENCY MINDED COMPANY 
* liberal non-medical limits 


* special personal attention 
and consideration on sub- 
standard cases 


* full brokerage facilities 


* Home office personalized 
service 


Sherman J. Edelman, Vice President 


17 East Prospect Avenue 








COMPANY 


TO KNOW 


, 4: | om = 
Company 


of New York 


.and the more you know about the company symbol- 
ized by the colonial gentlemen the more advantages and 
opportunities are yours to develop. Here are some of the ad- 
vantages we offer you for greater opportunities. 


Over $650,000,000 Life Insurance now in force. 
We invite your inquiry: write or call 


Richard W. Ellsworth, Sup’t of Agencies 


Wisi Ccuonu 
Life pre SUTANUCE ony pay 0 of New Ye eh 


en eae ag 
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¢ COMPLETE SALES PORTFOLIO 


* special preferred risk endow- 
ment at age 90, first year 
cash value equal to full 
reserve 


* new family plan 
* baby group 
¢ all forms of group coverages 


* credit life insurance 


Mount Vernon, New York 











PENSION TRUST 
COUNSELOR $12,000 


Midwestern company, established 50 years, 
housed in city under 200,000 popu ation 
(two billion in force). 


EMPLOYER'S SPECIFICATIONS: 


Age range—30-40, college graduate, with 
technical background in Pension Trust field, 
minimum five years’ experience. Highly im- 
portant—some experience in servicing or 

roduction capacity. NO group experience 
is required. 


SCOPE OF POSITION: Liaison officer in 
Agency Department_in Pension Trust mat- 
po and as Pension Trust omni to com- 

y's Sales Division. PLOYER PAYS 
SERVICE CHARGES & MOVING EXPENSES. 
All inquiries handled confidentially. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 














Assistant Agency Director 





CHARLES J. 


LAMB 


Charles J. Lamb, supervisor in the 
J. Hicks Baldwin Agency, Washington, 
of New England Life, has been ap- 


pointd assistant director of agencies at 
the home office in Boston. 

Mr. Lamb joined New England Life 
in 1951 and has had an outstanding 
record as a producer and supervisor. 
He is a member of the Million Dollar 
Round Table and a life and qualifying 
member of the New England Life 
Leaders Association. A native of De- 
catur, Ill., he attended Western Michi- 
gan College after serving in the Army 
during World War II during which 
time he rose from private to warrant 
officer. 





General American Life’s 
General Agents Conference 


General American Life held its fourth 
annual general agents and managers 
conference this week in St. Louis. It 
was the largest such conference to date. 


Agency management personnel attended 
this five-day major business meeting on 
life insurance agency management. Em- 
phasis was on selection, recruiting and 
training of new agency representatives, 
advanced sales techniques and financial 
and other aspects of agency operation. 
Agency Vice President Frank Vesser 
presided over the conference. 

On Thursday evening, General Ameri- 
can Life President Sidney W. Souers 
presented awards to outstanding agen- 
cies of 1957 
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Joins Schmidt Agency, N. Y. 


As Brokerage Supervisor 


ROBERT D. 


SMITH 


The brokerage facilities of The Schmidt 
Agency, general agents in mid-town New 
York for New England Life, have been 
expanded by the appointment of Robert 
D. Smith as brokerage supervisor. Mr. 
Smith comes to the agency after seven 
years with the New York Life. 

Since starting with that company as 
a full time agent he has completed sev- 
eral advanced underwriting courses with 
special emphasis on business insurance 
and estate planning. He has also passed 
the first four examinations in the CLU 
course and will complete his studies for 
this designation in June, 1958. 

A graduate of Columbia University 
with B.S. degree in business adminis- 
tration, Mr. Smith was active in the 
fraternity affairs (Beta Theta Pi) and 
a stroke on Columbia’s lightweight crew. 
He served in the U. S. Coast Guard in 
and holds a commission 
of lieutenant in .the Coast Guard Re- 
serve. Currently he is the training of- 
j at its training unit located at Free- 
port, Long Island. 

Prior to entering the life insurance 
field he was a sales representative for 
National Cash Register Co. for four 
years. At Westbury, L. I., where he re- 
sides with his wife and three children, 
Mr. Smith enjoys golf and church work. 





» D. B. Fluegelman Moderator 


For Estate Planners Day 
David B. Fluegelman, CLU, former 
president of NALU and holder of many 
other offices, will be the moderator on 
April 30 at the 1958 Estate Planners 
Day sponsored by the New York City 
CLU Chapter, in the Hotel New Yorker. 
As the program itself is still being for- 
mulated, details were left for announce- 
ment later. 
Mr, Flugelman is general agent for 
Connecticut Mutual Life in New York. 





Agency’s 75th Anniversary 

The Chicago Agency of Provident Mu- 
tual Life, located at 79 West Monroe 
Street, celebrated its 75th anniversary 
With a luncheon at the Palmer House 
or members of the agency and their 
Buests. The agency was formed in 1882 
and has been in continuous operation 
since that time. 

Lewis C. Sprague, vice president and 
Manager of agencies, congratulated those 
attending on passing $50,000,000 of in- 
surance in force in their agency. The 
agency, which is under the temporary 
Management of the home office, also took 
the occasion to honor Willard Ewing, 
oOrmer general agent, who had headed 
the agency for the longest period of time 
uring its seventy-five year history. 


John Hancock Launches 
New Training Program 
IN PREPARATION OVER A YEAR 

Covers All Phases From Basic Funda- 


mentals, to Estate Analysis and 
Advanced Underwriting 








John Hancock Mutual Life will intro- 
duce to its field forces during January 
a new and comprehensive training pro- 
gram which has been in preparation for 
more than a year to cover a three-year 
period. General agents and agency super- 
visors will be briefed on the program at 
a series of two-day conferences to be 
held in a number of cities including New 
York, Boston, Washington, Chicago, 
Kansas City, Atlanta, Fort Worth. 

Staff Men in Charge 


Officials of the John Hancock who will 
take part in the introductory sessions in- 
clude R. Radcliffe Massey, vice presi- 
dent and George Vinsonhaler, second 
vice president; along with Superintend- 
ents of Agencies Harold W. Chader, E. 


Wayne Wood, Charles W. Hoover, 
William D. Bacon and Robert E. Dye. 





GROUP MANAGER WANTED 
Live wire midtown agency wants to em- 
ploy experienced Group Life Manager. 
Every cooperation given. Opportunities 
unlimited. 


Phone G. A. MU 7-3460 

















Staff teams will include, in addition to 
the above: William Kiel, assistant man- 
ager of field training, and field assistants 
Charles Baldwin, Richard Secrist, Jack 
Danner, Sherman Shaw, Key Powell, 
Gerald Firestone and Charles Midden- 
dorf. 

The new program, titled “John Han- 
cock Agent’s Program for Progress,” 
was developed by the company’s home 
office general agency staff in conjunction 
with a special training committee of gen- 
eral agents from all parts of the country. 
Valuable assistance and advice was also 
secured from the Life Insurance Agency 
Management Association. 





D. F. Whorf Unit Manager 


Union Mutual Life of Portland, Me., 
has appointed David F. Whorf unit man- 
ager with the Fred Jordan home office 
agency. He has been a home office field 
supervisor. 





AC - DC 
(Added Coverage-Decreased Cost) 
Priced by size 
Higher Dividends 
Same liberal commissions paid 


Call: OXford 7-2950 
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LEE NASHEM AG 


NO East 42nd 


New York 12 





Mutual Benefit Life Insurance Co. 


of Newark, N. J. 





MDRT Committee Chairmen 

Arthur F. Priebe, CLU, Penn Mutual, 
Peoria, has been appointed chairman of 
1958 Million Dollar Round Table reso- 
lutions committee. Some other new 
chairmen: John O. Todd, Chicago, 
Northwestern Mutual—by-law_ rules; 
Carl P. Spahn, Equitable of Towa, Chi- 
cago—insignia; William T. Earls, Mutual 
Benefit Life, Cincinnati— public rela- 
tions, a subject on which he is some 
times an expert. 











LNL’s New Family Policy 


Lincoln National's new Family Policy offers these advantages: 


|. Lower rates on larger policies are provided by LNL's 


new 4-Dimensional premiums. 


2. Premiums can be paid through LNL's Automatic Bank 
Check plan. 


This latest addition to the Lincoln National 


man's kit is another reason for our proud claim 


The 


that LNL is geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 
Its Name Indicates Its Character 
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Assoc. Director Group Sales 
For Massachusetts Mutual 





Arthur Johnson 


BRUCE MacFARLANE 


Appointment of Bruce MacFarlane, 
associate director of Group sales, to 
regional Group manager of the north- 
eastern region with headquarters in 
Boston, has been made by Massachu- 
setts Mutual Life. He will succeed Her- 
bert S. Woods, who plans to devote more 
time to personal production and who 
will now be district Group manager in 
Boston. In his new capacity Mr. Mac- 
Farlane will be responsible for Group 
insurance sales and service in New Eng- 
land and New York State, with the 
exception of New York City. 

Mr. MacFarlane joined the company 
as a member of the policy department in 
1930, and six years later was transferred 
to the underwriting department. He 
entered military service in 1942, and, 
following his discharge with the rank 
of captain in 1946, returned to the home 
office as a member of the then newly- 
created Group department. He was sub- 
sequently appointed assistant superin- 
tendent of Group sales, assistant man- 
ager of Group sales, and manager of 
Group field service. He was named as- 
sistant director of Group sales in 1954, 
and two years later was appointed asso- 
ciate director of Group sales. He is a 
member of the marketing division of 
American Management Assocition and, 
in Springfield, was a director of the 
Civitan Club and a member of the 
Springfield Sales Executive Club. 





E. T. Kirkeby Manager of 
First Colony Group Dept. 


Edwin B. Horner, president of First 
Colony Life, Lynchburg, Va., announced 
that a separate Group insurance depart- 
ment has been established under the 
direction of Edward T. Kirkeby, who 
becomes manager, Group department. 
First Colony Life has written Group 
insurance since 1956 and due to the rapid 
growth in this field the change has 
been made enabling the company to 
render better service to its Group insur- 
ance clients. 

Mr. Kirkeby joined First Colony Life 
as an agency assistant in 1956 after nine 
‘years of experience in all phases of 
employe benefit planning, including 
Group insurance and pension_ plans. 
Prior to joining First Colony Life he 
had been associated with Johnson & 
Higgins since his graduation in 1947 
from Miami University, Oxford, Ohio 
with a B.S. degree in Mathematics. 

During his military service, Mr. Kirk- 
eby served as a submarine lieutenant, 
and attended Georgia School of Tech- 
nology in Atlanta. He is a member of 
the Lynchburg Association of Life 
Underwriters and a charter member of 
the Lynchburg Estate Planning Council. 





Charles E. DeLong Dead; 
Former NYC Gen.’1 Agt. 


LONG PROMINENT FIGURE 





With Wm. H. Beers Took Over Part of 
Famous Cerf Agency, Mutual 
Benefit Life 





Charles E. De Long, 72, at one time 
one of leading general agents in Greater 
New York, and who retired from the 
life insurance field in 1947, died in Over- 
brook Hospital, Summit, N. J., January 
9 after a brief illness. His company was 
Mutual Benefit Life. For some years he 
was a partner of William H. Beers the 
agency being called Beers & De Long. 

Started as a Teacher 

Born in Clay, N. Y., Mr. De Long’s 
early ambition was to be a teacher. He 
was graduated from Syracuse University 
in 1907 with a Ph. B. degree and then 
became a science instructor at Penn 
Military Academy in Chester, Pa. .He 
was teaching at the high school in 
Albion, N. Y., when he became interested 
in life insurance and to supplement his 


teacher’s salary he started selling part- 
time through the Syracuse agency of 
Mutual Benefit Life. In January, 1912 he 


went into life insurance full-time, two 
years later being appointed district agent 
in which capacity he served until 1926 
when he was made manager of Syracuse 
agency. 

The Mutual Benefit Life in January, 
1928, appointed Mr. De Long as co-gen- 
eral agent in New York City with Wil- 
liam H. Beers. Mr. Beers came here 
from St. Louis. This was regarded as 
one of the most important appointments 
which had been made in this city over 
the years as the new agency succeeded 
that of Louis A. Cerf, the company’s 
principal general agent, one of the great- 
est in the country and an organization 
which developed more men who became 
general agents than any in the nation. 
The agency was split, several general 
agents being appointed. 

Among the men in the old Cerf agency 
of Mutual Benefit Life who went along 
with Beers & De Long were Arthur V. 
Youngman, now general agent of Mutual 
Benefit Life at 135 Broadway, and Row- 
land F. Mellor, a life member of Million 
Dollar Round Table. Benjamin D. Sal- 
inger, who was with Beers & De Long, 
is now a partner in Salinger-Wayne 
agency of the company at 41 East Forty- 
Second Street. For a time Louis A. 
Cerf, Jr., general agent of State Mutual 
at 90 John Street, was with Beers & 
De Long. 

Three years after Beers & De Lone 
came here Mr. De Long was appointed 
sole general agent. In 1940 he retired 
from that post to become head of Mu- 
tual Benefit’s premium collection office 
in this area. He retired to private life in 
1947, 

Mr. De Long took an active part in 
planning the pattern of organization fol- 
lowing establishing the Mutual Benefit’s 
multiple agencies in New York City, 
and when the plans were announced in 
1939 a production drive to honor him was 
conducted by his agents during the re- 
mainder of the year. 

A trustee of Cental Presbyterian 
Church, Summit, N. J., Mr. De Long was 
chairman of an expansion committee 
which recently brought about the erec- 
tion of a new chapel and addition to the 
parish house. He was a Mason and 
formerly belonged to the Banker’s Club 
of New York. In World War II he was 
active in sale of war bonds. He was 
active in Life Underwriters Association 
of City of New York. 

In addition to a large number of 
representatives of Mutual Benefit Life 
attending the funeral services Monday 
of this week a committee was present 
from The Round Table, an organization 
of New York managers and general 
agents of a number of companies, and of 
which Mr. De Long had been a member. 





N. Y. Life Changes Made 
In Group Personnel 


E. J. ANDERSON NOW SECOND VP 


Harford Group Manager Northeast Re- 
gion; Johnson Heads N.Y.C. Down- 
town Group Office 





New York Life announces promotion 
of E. J, Anderson to second vice presi- 
dent in charge of administration of its 
Group insurance department. He will be 
replaced as regional Group manager of 


Northeast Region by William Harford, 
who has been in charge of the company’s 


ANDERSON 


ae 


New York City downtown group office. 
H. Roy Johnson, who has been assistant 
district Group manager in Philadelphia, 
will replace Mr. Harford. 

A native of Wisconsin, Mr, Anderson 
joined the company in 1951 in San 
Francisco as district Group supervisor— 
later becoming manager—in 1956 he was 
transferred to the home office as regional 
Group manager of Northeast region. 

Mr. Anderson’s experience in Group 
dates back to 1938, year he was grad- 
uated from University of Wisconsin. He 
was with the Washington National in 
Evanston, Lumbermen’s Casualty in Chi- 
cago, and home office manager of the 
Group department of Founders Insur- 
ance Co. in Los Angeles before coming 
to New York Life. He is past president 
of San Francisco Group Managers Club 
and Los Angeles Group Managers Club. 
In World War II he was an air force 
pilot. 

Mr. Harford joined New York Life in 
1951 as district Group manager of Boston 
office. Recently, he became district 
Group manager of New York City down- 
town Group office. Born in New Jersey 
and a Harvard graduate, he had four 
years of sales experience with Pruden- 
tial before joining New York Life. Two 
years of this time were spent as district 
Group sales manager in New Orleans. 

Mr. Johnson joined New York Life in 
1951 as a Chicago group representative. 
He served in Syracuse and then Hono- 
lulu, where he was home office represent- 
ative in charge and then in Philadelphia 
where he was promoted to assistant dis- 
trict Group manager in 1956. He is a 
Seal of University of Michigan in 





EDWARD W. JUNG DEAD 

Edward W. Jung, of Cincinnati, a re- 
tired agent and former general agent 
there for Equitable Society, died re- 
cently. He was 90 years old. Mr. Jung 
began his Equitable career in 1896 as a 
member of the former Marfield agency 
in Cincinnati. He served there as gen- 
eral agent from 1900 to 1930, and then 
as an agent. He retired from full time 
production in 1941. 





Cerf Agency’s Paid-for 
In 57 Was $10,200,000 


F. O. JANKE LEADING PRODUCER 





F. F. Stafford No. 2 Producer; Agency 
Jumped Writings 60% Ahead of 
1956 Production 





Biggest year in the history of the 
Louis A. Cerf, Jr. Agency of State Mu- 
tual Life, New York, was 1957 during 
which a total of $10,200,000 paid-for Or- 
dinary business was produced, exclusive 
of Group, S. & A. and annuities. Much 
of the substantial increase (estimated at 


about 60%), came as a result of the in- 
troduction of State Mutual’s Equity 
Builder policy which went on the market 
May 1, 1957. It created widespread in- 
terest among insurance brokers and 
agents, Mr. Cerf said. 

Felix O. Janke, many +*ars a leading 
producer of State Mutual, had the double 
distinction in 1957 of leading both the 
company and the Cerf Agency in per- 
sonal production. He topped the $2% 
million dollar mark. This is the seventh 
time that Mr. Janke has been No. 1 
agent in State Mutual Life production 
nationwide. 

No. 2 man in the agency was Frank- 
land F. Stafford, 20 years with State 
Mutual, who has been a MDRT mem- 
ber for the past 12 consecutive years. 
He also ranked second in the company 
for 1957. 

Much credit was given to Philip L. 
“Pat” Klyne, CLU, associate general 
agent, for the sizable increase in the 
Cerf Agency’s brokerage production last 
year. It was double that of 1956. Mr. 
Klyne, now 12 years with the agency, 
has a wide brokerage following “on the 
Street.” 

This year marks Louis Cerf’s 18th 
year as a State Mutual general agent 
and his 38th year in the business. Prior 
to his present connection he was general 
agent of Fidelity Mutual for ten years 
and before that was with Mutual Bene- 
fit for ten years as agent and then as- 
sistant manager. 


Bankers of Iowa Planning 


Addition to Home Office 


Construction of a 100,000 square foot 
addition to the home office of Bankers 
Life of Des Moines is scheduled to begin 
late in February. Tentative plans call 
for addition to be completed late in the 
summer of 1959. The new addition will 
be the same height as the present build- 
ing and will extend 170 feet north be- 
tween Seventh and Eighth Streets on 
High Street. The eight-story structure 
will give the present home office a 45% 
increase in space. The etxerior will be 
in Bedford stone and Minnesota rainbow 
granite to harmonize with the present 


building. 
President D. N. Warters released the 
tentative plans for the construction 


schedule saying that a letter will be sent 
to a selected list of contractors asking 
them to indicate if they are interested 
in submitting bids on major divisions of 
construction for the new addition. It 
is expected that bids will be taken early 
in the year and that preliminary work 
will begin shortly after awards are made 
and the actual construction will begin in 
late February or early March. 

Mr. Warters said that a 12,000 square 
foot company cafeteria, designed to give 
the finest, complete dining room service 
and a lounge will be among the many 
features incorporated in to the new 
addition. The cafeteria, dining rooms 
and kitchen will be added above the 
auditorium on the third floor level. Other 
features will include provisions for hous- 
ing the larger scale electronic equipment 
which is having increasing use. 

Mr. Warters emphasized that the 
space in the new addition will be similar 
to the open area type of construction in 
the present building with enough flexi- 
bility so that the space can be allocated 
in accordance with future needs. 
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BEING PRESENTED 58,127,170 TIMES 


...to help you cash in on the sales appeal 
of this low-cost New York Life policy! 





Hard-working 


Advertisements 
like this one will be seen 
by millions in Life, 

Saturday Evening Post, 






Just pocket change every 
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New York Life 


Insurance Company 
51 Madison Avenue, New York 10, N. Y. 
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A MUTUAL COMPANY FOUNDED IN 1845 





Life Insurance * Group Insurance * Accident & Sickness Insurance * Employee Pension Plans 
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Assistant General Counsel 
For Worcester Companies 


JAMES L. MOOREFIELD 


James L. Moorefield has been named 
assistant general counsel for Massachu- 
setts Protective Association, Inc., and 
Paul Revere Life. 

A native of West Virginia, Mr. Moore- 
field joined the legal staff of the Wor- 
cester, Mass., companies four and a half 
years ago. He has served them as assist- 
ant counsel since 1956. 

Mr. Moorefield is a graduate of Con- 
cord College, Athens, West Virginia, and 
earned his law degree at the University 
of Virginia. He was admitted to the 
Massachusetts bar in 1954. 





Rochester General Agent 





GEORGE W. FRANK 


National Life of Vermont has ap- 
pointed George W. Frank as its general 
agent in Rochester, N. Y. 

Mr. Frank, formerly assistant manager 
in the Rochester office of New York 
Life, joined that office as an agent in 
1947, became an instructor four years 
later, and was promoted to assistant 
manager in 1954. In this post he was 
responsible for recruiting and training 
agents. 

Mr. Frank is a director of the Ro- 
chester Life Underwriters Association, 
a past president of Webster Rotary 
Club, director of the Crippled Children 
Society of Monroe County, Inc., and a 
member of Rochester Chamber of Com- 
merce, Rochester Jaycees and Veterans 
of Foreign Wars. 








N. Y. C. Ass’n Membership 
Increased By 211 to 3,047 


The Life Underwriters’ Association of 
the City of New York, Inc., closed the 
calendar year 1957 with a total of 3,047 
members. This is an increase of 211 
members over 1956, it was announced by 
Membership Vice President Harry Phil- 
lips, 3rd, CLU. The 3,047 members 
referred to include six non-resident af- 
filiate members and 40 members emeri- 
tus. These categories receive local affilia- 
tion only. 

The “top ten” companies, membership- 
wise, include Metropolitan Life with 
486, followed by Prudential, 391; New 
York Life, 297; Equitable Society, 163; 
Penn Mutual, 125; Mutual Benefit, 124; 
Mutual Life, 120; John Hancock, 112; 
New England Life, 110; and Home Life, 
85. 

The New York City Association is 
composed of the five boroughs of New 
York City, Nassau and Suffolk Counties. 





Regional Group Manager 

Pan-American Life has appointed Nor- 
man F. Hodgins regional Group manager 
for New Orleans and surrounding terri- 
tory. He was formerly Group represent- 
ative in the home office. 














SMALL PRIVATE OFFICE AVAILABLE 
Air Conditioned 
In midtown life agency for general insurance broker with modest volume of accident 


and sickness and life business. Excellent facilities for programming and sales help. 
Write Box 2580, The Eastern Underwriter, 93 Nassau St., New York 38, N. Y. 











New Honor For D. C. Josephs 


In the January 18 issue of Saturday 
Review magazine, Devereux C. Josephs, 
chairman of board, the New York Life, 
was named 1958’s “Businessman of the 
Year.” This is for his service as chair- 
man of President Eisenhower’s Commit- 
tee on Education Beyond the High 
School and for his general contribution 
to public respect for the educated man 
in an era of disturbing anti-intellectual- 
ism. 





PROMOTE D. W. MOORE 

Occidental Life of California announces 
the promotion of Douglas W. Moore to 
brokerage manager in the company’s 
Atlanta, Georgia branch office. Mr. 
Moore joined Occidental in 1955 as an 
agent and has been assistant manager of 
the Atlanta office the past two years. 
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Hugh S. Bell, CLU 
Seattle 


Portland 
Herb W. Ehrsam 













No. 1 INA SERIES 






Spokane @ |Walter J. Shields, CLU 


EQUITABLE LIFE OF IOWA IN 


THE NORTHWEST 


In bustljng cities and quiet villages of the Pacific 
northwest, through Washington’s apple country, 
Oregon’s rich timber lands and Idaho’s famous 
potato sections, Equitable Life of Iowa is ably rep- 
resented by these general agents and their agency 
associates. Theirs is a distinguished record of fine 

i insurance service in keeping with Equitable’s 
Ey, high traditions. To these men, congratula- 
tions from the Equitable Life of Iowa! 


LIFE INSURANCE COMPANY OF IOWA 
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FOUNDED IN 1867 IN DES MOINES 
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Made LIAMA Consultant 


Burian-Moss 


G. FREDERICK AFFLECK 


G. Frederick Affleck, formerly training 
specialist for Equitable Society, has 
joined the Life Insurance Agency Man- 
agement Association as a consultant in 
the Company Relations Division. 

A graduate of Brown University, Mr. 
Affleck joined the Navy where he served 
in the southwest Pacific and taught at 
the U.S, Navy Training Center in Miami, 
When he was discharged in 1945 he be- 
came an agent in Springfield, Mass. for 
Equitable Society. He was made a unit 
manager there in 1946 and joined the 
company’s training department in 1952. 
He had been advanced to training spe- 
cialist when he left Equitable to join 
LIAMA on January 1. 

While with Equitable Mr. Affleck par- 
ticipated in about 25 management de- 
velopment conferences and conducted all 
the company’s schools from _ basic to 
business insurance and programming. He 
earned his Chartered Life Underwriter’s 
designation in 1956. 

At LIAMA Mr. Affleck will consult 
with member companies, serve on the 
faculty of the schools in Agency Man- 
agement and contribute to LIAMA pub- 
lications for agents and managers. He 
will also supervise the Association’s 
agent development program and be a 
staff representative on the education 
and training committee. 





Stuart G. Hall Named 


Stuart G. Hall has been appointed 
district group representative for New 
England Life in New York, it was an- 
nounced by President O. Kelley Ander- 
son. He is a native of Cambridge, 4 
graduate of Yale University and served 
as a second lieutenant in the Army dur- 
ing World War II. 

For the past eight years he has been 
associated with John Hancock Mutual, 
during which time he represented that 
company in San Francisco, Denver, and 
Detroit. 





MENELAOS GEORGEOPULOS DIES 
Menelaos. Georgeopulos, of Brooklyn, 
a retired representative of Equitable 
Life Assurance Society, died recently al 
the age of 80. He joined Equitable 1 
1927 as a member of its former |. 
Wilson agency and since 1935 has been 
a member of the H. H. Wilson agency: 
He retired in 1947. 
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Joins Brokerage Company 


Jerry Saltsberg & Associates 


JAMES H. BRADDOCK 


James H. Braddock, an actuary for 22 


years, has joined the consulting actu- 
arial division of Alexander & Alexander, 
Inc. A Fellow of the Society of Actu- 
aries, he will make his headquarters in 
the New York office of the nationwide 
insurance brokerage firm where he will 
be associated with Geoffrey N. Calvert, 
director. Mr. Braddock will specialize 
in actuarial problems of pension and 
welfare plans, profit-sharing and forms 
of deferred executive compensation. Be- 
fore joining Alexander & Alexander, 
Inc., Mr. Braddock was second vice 
president of New York Life, where he 
was in the Group insurance department. 





Columbus, O. General Agent 


GRAHAM W. McCALLIE 


Graham W. McCallie has been ap- 
pointed by National Life of Vermont as 
its general agent in Columbus, Ohio, 
succeeding Truman H. Cummings who 
has been a general agent for nearly 
40 years. 

An associate general agent of National 
Life early in 1954 when he opened a dis- 
trict office in Miami, Mr. McCallie built 
a unit of six full-time underwriters 
whose sales this year totalled nearly 
$5,000,000, A native of New York, he 
attended Emory University and an At- 
lanta law school, He was a real estate 
broker in Atlanta for two years and 
then a regional Group insurance man- 
ager in six southeastern states. In 1953 





Provident Mutual Agency Changes 


Provident Mutual Life has appointed 
James R. McCormick manager at Syra- 
cuse and in the home office agency in 
Philadelphia. A. Morse Baker, general 
agent, has been appointed associate gen- 
eral agent and James A. Schnaars has 
been made manager. The company has 
established agencies at Columbus, O., 
Jacksonville and Fort Lauderdale, Fla. 
with Richard L. Wohlman as manager 
at Columbus; W. Richard Hutchinson 
at Jacksonville and Hal B. Armentrout, 
Jr., CLU, at Fort Lauderdale. The com- 
pany also appointed Charles A. Zawacki 
as manager of a second agency in Port- 
land, Ore. 

Mr. McCormick joined Provident in 
1951, has been a supervisor in New 
Brunswick and Pittsburgh and a member 
of the management training section. 

Mr. Morse has been with the com- 
pany since 1922 and general agent since 
1935. He is active in community affairs 


and recently became chairman of the 
Main Line District of the Heart Asso- 
ciation Campaign, Philadelphia. 

Mr. Schnaars joined the company in 
1947 as a member of the Baker Agency, 
Philadelphia and has been a member of 
the Management Training Section. 

Mr. Wohlman has been with the 
company since 1952, served as super- 
visor and since 1956 has been a member 
of the Management Training Section. 

Mr. Hutchinson, with the company 
since 1956, has been assistant manager 
of the Jacksonville office. 

Mr. Armentrout, a member of the 
Estate Planning Council of Southeast 
Florida, was supervisor at Miami before 
he was appointed assistant manager at 
Fort Lauderdale. 

Mr. Zawacki has been associated with 
the Baker Agency in Philadelphia, be- 
coming supervisor in 1953 and has been 
a member of the Management Training 
Section 





A. M. Thaler Now a 2nd V.P. 


Alan M. Thaler, associate actuary, 
Prudential, has been elected second vice 
president, and Walter L. Reynolds has 
been made assistant actuary. Educated 
at University of Toronto Mr. Thaler 
joined Prudential in 1938 and more re- 
cently has aided the company in enter- 
ing fields of Group major medical and 
individual A. & S. He will remain in 
Group department. Mr. Reynolds joined 
Prudential’s actuarial department in 
Newark in 1924, transferred to the 
western home office in Los Angeles in 
1948, has been associate actuarial director 
siace 1954. 





Sen. Clifford Case to Speak 
At N. J. Gen’l Agents Dinner 


The General Agents and Managers 
Association of Northern New Jersey will 
signally and appropriately honor the 
respective agency leader of each com- 
pany represented at a dinner meeting 
to be held on February 11 at Hotel 
Suburban in Summit, N. J. 

Guest speaker of the evening will be 
U. S. Senator Clifford P. Case who will 
speak on “Leadership.” Vernon L. 
Phillips, Occidental Life, is dinner chair- 
man. Saul S. Vort, Prudential, is presi- 
dent of the association. 





W. H. Hackett Adv. Director 
Of Bankers National Life 


William H. Hackett has been named 
director of sales promotion and adver- 
tising by Bankers National Life of Mont- 


clair, N. J., succeeding John W. Kelley 
resigned. 
Mr. Hackett, graduate of St. John’s 


University, Brooklyn, served with the 
Signal Corps and Military Intelligence 
during World War II. He then joined 
The Spectator in 1946 as associate editor, 
becoming managing editor in 1947. He 
was named associate director of public 
relations for the American Insurance 
Group in 1948, and promoted in 1956 to 
superintendent of advertising. The fol- 
lowing year he was named supervisor 
of sales promotion and advertising. 

Mr. Hackett has served as a member 
of the executive committee and press 
relations chairman of the Insurance Ad- 
vertising Conference, and as a member 
of the advertising committee of Marine 
Office of America. He was awarded the 
CPCU designation in 1953. 





he joined National Life’s Harold T. 
Dillon Agency, Atlanta, the company’s 
largest general agency. National Life’s 
Columbus agency, with a corps of 10 
full-time agents, has an_insurance-in- 
force account of nearly $25,000,000 


Cluthe to Devote His Full 


Time to Personal Production 


Herbert F. Cluthe, who has been a 
general agent of State Mutual Life in 


SUVVVVVVVVVVVVY 


CAREER OPPORTUNITIES 
Partial Listings 
TOP-FLIGHT EASTERN COMPANIES 


Group Life Actuary $16,000 
Investment Analyst 14,000 
Life Actuary 12,000 
H.O. Agency Dept. Office Mgr. 8,000 


Office Mgr. Acct.—Phila. Agency 
H.O. Life Ins. Accountant 


8,000 
7,500 


Our Insurance Department invites YOUR 
inquiry. No obligation, of course. Em- 
ployer pays our fee. We protect your 
present position. Many other listings, all 
lines. 


CITY COMPUTING PLACEMENT 
PAUL S. MILLER, MANAGER 


320 Penn Square Bidg., Phila. 7, Pa. 
LOcust 8-1163 
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Newark, N. J., since 1953 and who is 
a MDRT member, has resigned this 
post but will continue with the agency 
in personal production. He will devote 
full time to pension and profit sharing 
trust business. Mr. Cluthe has qualified 
for MDRT membership each year since 


1944, 








... Still more value 
from your 
Life Department 


You'll find even greater value in Connecti- 
cut General’s Life Department service as a 
result of important changes made in the 
design of our Life products and in our rate 
structure. 


FOR EXAMPLE— 

e Our new rate structure is divided into 
three steps. It provides premium discounts 
for larger policies as well as a general low- 
ering of rates. 


e Improvements have been made on our 
existing contracts for greater flexibility. 


e New contracts have been added to help 
you meet precisely the needs of your clients. 


Call today for full details. You’ll find our 
local office now more valuable to you than 
ever before. 


CONNECTICUT 
GENERAL 


Life Insurance Company, Hartford. 
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New England Life Names 
Armstrong in Philadelphia 


ARMSTRONG 


ROBERT B. 


Robert B. Armstrong, director of 


agencies of New England Life, has been 
named general agent for the company in 
Philadelphia. He Caspar W. 
Haines, who requested that he be re- 
lieved of his management responsibili- 
ties, but will remain with the company 
and devote his time to personal pro- 
duction. 

Son of a consulting mining engineer, 
Mr. Armstrong lived throughout South 
America and the southwestern United 
States with his family. After completing 
high school in Pennsylvania he attended 
Colgate University, graduating in 1943. 
After the war he was associated with 
Johnson & Johnson as a research biolo- 
gist. In April 1948 he resigned to accept 
an appointment as field underwriter for 
New England Life in the Bowes & 
Joseph Agency, Newark. 

Advanced to district manager in 1952, 
Mr. Armstrong headed the Newark 
agency branch office in New Brunswick. 
In January 1955 he was made director 
of agencies for the company in Boston. 

Mr. Haines has been general agent 
in Philadelphia since 1946. He joined 
New England Life in 1938, and became 
supervisor in Philadelphia in 1940. Dur- 
ing World War II he served as a cap- 
tain in the Army Air Corps in Europe 
and Africa. He is a member of the 
Philadelphia Life Trust Council, the 
Colonial Society of Philadelphia and the 
Union League. 


succeeds 


Dominion Life Appoints 
Three Vice Presidents 


Alfred S. Upton, president and man- 
aging director of the Dominion Life of 
Waterloo, Ont., announces the appoint- 
ment of E. G. Schafer, Steele C. Mac- 
kenzie and G. F. C. Pangman as vice 
presidents. Mr. Schafer was formerly 
assistant general manager. Mr. Macken- 
zie, who was assistant general manager 
and superintendent of agencies, is now 
vice president and director of agencies, 
and Mr. Pangman is now vice president 
and treasurer. 

Other promotions in the Dominion 
are J. L. Whitney, who has been gen- 
eral counsel, and who has been appointed 
secretary and general counsel, and Dr. 
J. W. Merritt, assistant medical director 
since 1954, who is now medical director. 

Two of the company’s officers retired 
at the end of 1957. Herbert Schaus, as- 
sistant general manager and secretary, 
and Dr. A. J. McGanity, medical referee. 
Mr. Schaus has been with the Dominion 
for 41 years, having served in prior 
capacities as secretary, treasurer and 
comptroller. Dr. McGanity’s association 
with the company dates from 1929. 





Institute of Home Office 


Underwriters Committees 


Charles A. Will, Guardian Life, presi- 
dent of Institute of Home Office Under- 
writers, has announced committee ap- 
pointments for the current year as fol- 
lows: 

Membership—John F. Duston, chair- 
man, underwriting secretary Equitable 
Life of Iowa. 

Hotel Arrangements — Clyde R. de- 
Haas (1958 Convention), secretary, Equi- 
table Life, Washington, D. C.; Robert M. 
Kidd (1950) Convention), chief under- 
writing officer, Ohio National Life. 

Educational — Wallace E. Bidelman, 


underwriting secretary, Iowa Life; Mal- 
colm D. Thomas, assistant vice president, 


underwriting, Republic National Life; 
Keith R. Veghlan, chief underwriter, 
North American Life and Casualty; 


William T. Warren, Jr., vice president, 
Southern Life and Health; Edward A. 
Watson, manager of underwriting, Inde- 
pendent Order of Foresters. 

Procedures and Cost—Al O. Konigson, 
chairman, vice president in charge of 
underwriting, Lutheran Brotherhood; 
George L. Clark, underwriting executive, 
Philadelphia Life; Douglas Nickens, 
underwriting supervisor, Lincoln Income 
Life; Gale Osterday, underwriting vice 
president, National Public Service; Lee 
G. Stephenson, manager, life underwrit- 
ing and service department, Nationwide 
Life. 

Reading and Reference—Henry Way- 
Silvers, chairman, underwriting execu- 
tive, Postal Life; Alice C. Carton, chief 
life underwriter, Jefferson National Life; 
Margaret L. Mercer, assistant secretary, 
Postal Life and Casualty; Earl R. Mon- 
son, underwriter, American Mutual Life; 
Willard O’Connor, chief underwriter, 
Franklin Life; Donald Warren, assistant 
secretary, Continental American Life. 

Underwriting Forms — Raymond A. 
Burke, chairman, vice president, North 
American Reassurance; Alice M. Kerr, 
North American Reassurance. 

The mid-year executive committee 
meeting will be held in New Orleans 
March 6 and 7, 1958, and the 1958 annual 
convention will be held at the Hollywood 
Beach Hotel, Hollywood, Florida, No- 
vember 19, 20 and 21. 





Franklin Life Reports 1957 
New Sales of $701 Million 


New sales of $701 million were re- 
corded during 1957 by the Franklin Life 
of Springfield, Ill., according to President 
Charles E. Becker. This represents an 
increase of $100 million over 1956. Mor- 
tality experience was 30.7% of the ex- 
pected, a continuing favorable factor. 

Mr. Becker considers the Franklin as 
the largest legal reserve stock life in- 
surance company in the industry devoted 
exclusively to the underwriting of Or- 
dinary and annuity programs. It will 
celebrate its 75th anniversary in 1959. 
Management anticipates attaining the $3 
billion mark in insurance in force around 
mid-year. 





General Agency opportunities available! 


Three New Managers Named 
By Home Life, New York 





GEORGE L,. THOMAS 


Home Life, New York, has appointed 
three new managers, two new assistant 
managers, and has opened a new agency, 
John H. Evans, vice president-sales, 
announced. 

The new managers are: Thorvald W. 
Johnson at Minneapolis; George L. 
Thomas, manager of a new agency in 
Cleveland, Home Life’s second agency 
there; Chester Bernie, manager of one 
of Home Life’s three Los Angeles agen- 


cies. 
Mr. Johnson joined Home Life in 
March 1953 as a field underwriter in 


Pittsburgh, was appointed assistant man- 
ager in 1955, and agency field assistant 
in the home office in 1957. He attended 
Capital University and is an Army Vet- 
eran of World War II. 

Also an agency field assistant since 
last March, Mr. Thomas began his life 
insurance career with Home Life in 
May 1953 as a field underwriter in 
Buffalo, became assistant manager in 
1955, and served until his transfer to 
the home office. He is a graduate of 
Colgate University, and was a U. S. 
Marine Corps officer in World War II 
and the Korean conflict. 

Mr. Bernie joined the company in 
May 1952 as a field underwriter in Los 
Angeles agency of which he is now man- 
ager. In January 1956, he was appointed 
assistant manager, and in that capacity 
has been in charge of the agency since 
September 1956. He attended Case Col- 
lege and served as a Air Force officer 
during World War II. 

The other appointments advanced 
Alfred S. Bright, CLU to assistant man- 
ager of the New York-Oshin Agency; 
and William B. Wallace, III, to assistant 
manager of the Washington, D. C. 
agency. 
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Franklin Life Promotes 


W.N. Tolleson, J. R. Maloy 


At the annual meeting of the board 
of directors of Franklin Life, Springfield, 
Ill., William N. Tolleson elected 
vice president and will be in charge of 
several western states. He has estab- 
lished headquarters for his operational 
activities in Denver. 

Well known in life insurance field and 
management activities for many years, 
Mr. Tolleson has been a member of the 
Franklin home office agency department 
as director of agency development since 
late last summer. His promotion to the 


vice presidency and removal to Denver 
is in keeping with the Franklin’s decen- 
tralization program, for more intensive 
development in special areas. 

At the same meeting of the board 
of directors, James R. Maloy was pro- 
moted to director of sales. Mr. Maloy 
joined the home office agency depart- 
ment staff early in 1957 as director of 
field training. He had been a field asso- 
ciate in the Franklin’s southeastern 
division for the past four years, with 
a successful background in personal sales 
as well as recruiting and agency develop- 
ment. 

Year-end figures released by Franklin 
reflect a total of $700 million in new 
sales for 1957, a gain of $100 million 
over 1956. Management anticipates the 
attainment of the $3 billion mark of 
outstanding insurance by mid-year. 


was 


When you need a “‘different’’ pitch —try Postal! 


When you need a little extra on the 
ball, something that is distinctly dif- 
ferent, something that strikes out your 
competition — call Postal! 


Our Ordinary and Group plans are 
flexible, can be issued to meet those 
“different” cases that require special 
handling, often liberal underwriting. 





Postal Life of New York 


Our contracts for Brokers are unusu- 
ally liberal — no minimums, no penal- 
ties. Your renewals are fully vested. 
You can qualify for our free Group 
insurance and continuous service fees! 
Single case contracts, too! 


Contact one of our General Agents 


today! 





GEORGE KOLODNY, President « 511 FIFTH AVE., N. Y. 17, N. Y- 
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Connecticut General 
Has New Lower Rates 


SEVERAL NEW POLICY PLANS 


Lower Rates for Women; Level Pre- 
mium Mortgage Policy; Stream- 
lined Policy Forms 








Connecticut General Life has made a 
general rate reduction on life contracts, 
introduced new plans to protect family 
income and home ownership, and _ in- 
creased the dividend rate for participat- 
ing contracts. 

Affecting both guaranteed cost and 
participating contracts, the new lower 
rates reflect improvements in mortality 
and other factors, according to Frazar 
B. Wilde, president. A three-step sys- 
tem calls for reduction in three basic 
policy groupings with the result that the 
cost per thousand dollars of protection 
decreases as the amount of protection 
increases. 

Step I includes all life contracts of less 
than $10,000; step IT all those for $10,000 





BMA Announces Appoint- 
ment of TWO Branch Mgrs. 


Business Men’s Assurance announced 
the appointment of two new branch man- 
agers. The establishment of these new 
branch offices brings the total of BMA 
branch offices to 33. Julian H. Craven 
will head the new branch office in San 
Antonio, while Glen R. O’Laverty will 
manage the new office in Bluffton, 
Indiana. 

The San Antonio office was opened 
as a district office in 1955, under the 
leadership of Julian H. Craven, who now 
becomes branch manager. Mr, Craven, 
who has been associated with BMA 
since 1950, is a graduate of Oklahoma 
State College at Stillwater, Okla. His 
personal production with BMA has been 
outstanding, and he has consistently 
qualified as a director of the company’s 
various Honor Clubs. Appointed dis- 
trict supervisor in 1954, and district 
manager in 1955, Mr. Craven has been 
successful in the recruiting and training 
of new men in his territory. 

Mr. O’Laverty, who becomes manager 
of BMA’s newly-established Bluffton 
branch office, joined BMA in 1939, after 
graduation from the University of Indi- 
ana, He entered the armed services in 
191. After his discharge from the serv- 
ice with the rank of captain, he re- 
joined the Indiana sales organization of 
BMA where he established an outstand- 
ing personal sales record. Appointed 
district supervisor in 1950, Mr. O’Laverty 
assisted in the recruiting and training 
of new salesmen. In 1955, he was ap- 
pointed district manager at Bluffton, 
Indiana, where he has been successful in 
developing the territory, 





Closes Group Life Case 
Dec. 31; Death Claim Jan. 1 


I. Arthur Yanoff, mid-town New York 
general agent, felt well satisfied on De- 
cember 31 last when the big Group case 
on which he had been working far some 
weeks was closed with Henry Feinstein, 
President of a teamsters union — Local 


| 237 of New York, Approximately 6,000 


lives were involved—members of good 
standing in the union. 

_ As the broker on this case, Mr. Yanoff 
felt even happier when he learned on 
New Year’s morning that the insurance 
Was bought just in time ... a few min- 
utes after midnight, December 31, one of 
the covered members of this union died. 
His widow will not be without the help- 
Ing hand of insurance. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











but less than $25,000; and step III those 
with face amounts of $25,000 or more. 

Basic rates for policies in step I have 
been generally reduced. Further dis- 
counts of $1.50 per thousand will be 
made in step II for policies of $10,000 
but less than $25,000. In step III, policies 
of $25,000 or more, the discount will be 
$2.00 per thousand below the new man- 
ual rate. 

Cost Illustrations 

The following example illustrates the 
effect of the changes on the annual pre- 
mium for an Ordinary life contract is- 
sued to a man at age 45 on the guaran- 
teed cost basis: 


FACE AMOUNT 


Steir eee aacsens under $10,000 

Steprdly oss sis Gh-2 $10,00 but less 
than $25,000 

Stepe bles... -ceeumnns $25,000 and over 


The following example illustrates the 
effect of the changes on the annual gross 
premium and average annual net pay- 
ment for an Ordinary life contract issued 
to a man at age 45 on the participating 


basis: 
Annual Gross 
Premium Per 
FACE AMOUNT Thousand 
New Old 
Step I 
(manual rate) 
under $10,000 ...... $35.88 $38.81 
Step Il 
$10,000 but 
less than 
AS ae 34.38 38.81 
Step III 
$25,000 
ANG ONE okt awe 33.88 38.81) 


man aged 45. This differential in rates 
and values for women is in effect in all 
states where permitted. 

The dividend scale for participating 
policies issued before this year has been 
increased by 13%. 

Among the new plans which are being 
introduced are a five-year renewable and 
convertible term policy and a term to 
age 65 contract. The company has also 
added greater flexibility to its family in- 
come plans. It is now possible to include 
double the amount of monthly income 
and to select any protection period be- 
tween 10 and 30 years. 

The mortgage protection policy is now 


New Cost Old Cost 
Per Thousand Per Thousand 
$29.95 $30.98 
28.45 30.98) 
27.95 28.80 


offered on a level premium basis, payable 
for the duration of the mortgage term, 
Consistent with the  broad-scale 
changes in premium rates, newly revised 
plans of protection and increase in divi- 
dend scale, Connecticut General has 


Average Annual Net Payment Per Thousand 


10 years 20 years 
New (1) Old (2) New(1) Old (2) 
$30.05 $30.96 $28.77 $29.33 
28.55 30.96 27.27 29.33 
28.05 30.96 26.77 29.33 


(1) Based on the 1958 dividend scale 
(2) Based on the 1957 dividend scale 


In addition to the general rate reduc- 
tion by policy size, women will now be 
able to buy life insurance with the same 
rates and values as men three years 
younger. For example, a woman aged 
48 will be charged the premium for a 


streamlined policy forms and introduced 
completely revised rate manuals. In 
addition, policy forms have been rede- 
signed to permit mechanized processing, 
which could result directly in savings to 
the policyholder. 
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GROWTH 
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Fifty Year History 


Our Greatest Year Yet! 1957 Paid | 
Life Production Peak Record in 
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North American Building 





rsuance Company OF CHICAGO 


Charles G. Ashbrook, President 
Ronald D. Rogers, CLU, Agency Vice President 





Chicago, Illinois 








OPPORTUNITY 


or 


SECURITY 


We offer one or the other... 
not both. 


A large national and well- 
known insurance company wants 
a supervisor in Northern New 
Jersey (preferably Newark) ca- 
pable of becoming a General 
Agent in six months. 


This man must train and recruit 
men and produce, personally, an 
average of $1,000 monthly an- 


nualized premiums. 


Write, stating experience and 
qualifications. All inquiries con- 
fidential. Address reply to Box 
2582, The Eastern Underwriter, 
93 Nassau St., New York 38, N. Y. 











Home Life of New York’s 
Monthly Payment Service 


Home Life New York has announced 
the development of a new pre-authorized 
check method of paying insurance pre- 
miums on a monthly basis. Announce- 
ment was made by John H. Evans, vice 
president-sales. 

The plan—called the automatic month- 
ly payment service—is simple in opera- 
tion. It utilizes the insured’s present 
checking account and relieves him of 
the usual premium mailing procedures. 
The insured authorizes Home Life to 
draw one check per month from his reg- 
ular checking account for the amount 
of the premiums. He then authorizes 
his bank to honor these checks. 

In addition to simplifyng the 
method of premium payment, the auto- 
matic monthly payment service may en- 
compass all of the insured’s Home Life 


usual 


policies—existing contracts as well as 
new ones—at less than ‘the regular 


monthly payment costs. 

The service offers advantages to the 
Home Life producer in that it enables 
him to be explicit about the amount of 
money his client must save each month; 
helps him obtain more sales and more 
persistent business; and provides him 
with annualized compensation on the 
business thus written. 





HAIGHT, DAVIS & HAIGHT, Inc. 


INDIANAPOLIS OMAHA 


Consulting Actuaries 
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NELSON D. PHELPS 


Appointment of, John H. Jamison as 
general agent at Chicago, effective Feb- 
ruary 1, succeeding the firm of Jamison 
& Phelps, is announced by Northwestern 
Mutual Life, Milwaukee. Nelson D. 
Phelps asked to be relieved of agency 
responsibilities after 33 years of service 
with the company, the past 18 years as 
a general agent in Boston and then in 
Chicago. 

After graduating from Yale in 1925, 
Mr. Jamison spent seven years in the 
advertising business before joining the 
Phoenix Mutual Life as an agent. Suc- 
cessful in sales work, he later did or- 
ganization work for the same company 
in several eastern cities; in 1935 he 
joined the Life Insurance Agency Man- 
agement Association as a consultant. 

In 1938, Mr. Jamison joined North- 
western as production manager in the 
Boston general agency. Three years later 
he was made manager of field training 
at Northwestern’s home office, a position 
he held until the firm of Jamison & 
Phelps was appointed Chicago general 





Made Field Supervisor 


Robert A. Alford, CLU, has been ap- 
pointed home office field supervisor for 
Equitable Life of Iowa, it is announced 
by J. Richard Ward, agency vice presi- 
dent. 

Mr. Alford commenced his insurance 
career as an agnt with North Ameri- 
can Life in Kansas City, progressing to 
general agent and into the home office 
as agency secretary. From 1951 to 1957 
he was assistant agency vice president 
of Protective Life in Birmingham, and 
in 1957 was vice president and director 
of agencies of American Heritage Life 
of Jacksonville. 





Equitable of Iowa Reports 


Largest Production Year 


The largest annual production in the 
90-year history of Equitable Life of 
Iowa was attained in 1957 with a total 
of new paid life insurance of $166,216,- 
320, representing a gain of 9.2% over 
1956. Total life insurance in force at 
the end of 1957 increased to a record 
high of $1,570,397,677. 

The Detroit agency, H. O. Smart, 
general agent, led all agencies of the 
company with a total of $6,560,473. 
Mr. Smart, an associate in the Detroit 
agency since 1947, became its general 
agent following the retirement of his 
father, F. A. Smart, in March, 1957. 
Following company custom, the agency 
will be honored at a banquet in De- 
troit January 25 at which J. Richard 
Ward, agency vice president, will rep- 
resent the company as host. 








JOHN H. JAMISON 


agent in 1944. Under the firm’s leader- 
ship the agency has made great progress. 

After attending the University of 
Michigan, Mr. Phelps joined Northwest- 
ern’s agency department in 1925. Later 
he took charge of the educational and 
contract divisions. His field covered 
every agency of the company and he 
gained a wide knowledge of field con- 
ditions and supervisory activities. In 1939 
he was appointed general agent at Bos- 
ton, and under his leadership the agency 
advanced in rank from 62nd position to 
19th. He left Boston in 1944 to come to 
Chicago as a partner general agent with 
Mr. Jamison. 

Mr. Phelps will continue to be asso- 
ciated with the agency but will spend 
much of his time in California. 





A TREASURED OIL PAINTING 
| OF THE ONE YOU LOVE 


@ Now you can have a beautiful portrait in vibrant oil colors by one 
of our professional artists. This life-like 12 x 16 painting, handsomely 
framed in limed oak, will become a cherished possession. 

Here's all you do. Send us a snapshot (any size), with complete 
color description of eyes, hair, clothing and person's age. In a 
few short weeks you will receive your portrait. 
Please send check or money order. 


ED LURIE, bept. eu 


67 Warren St., Roxbury, Mass. 


$9500 


Postage prepaid. 











Equitable Society Plans 


For Its 100th Anniversary 


More than 9,000 members of Equitable 
Life Assurance Society’s field force 
throughout the nation have begun an 18- 
month sales campaign, to be climaxed 
in July, 1959, by celebration of the com- 
pany’s 100th anniversary. During the 
selling drive, the longest in Equitable 
history, thousands of agents will qualify, 
by their production, for attendance at 
a four-day centennial meeting, July 26 
through 29, 1959. 

The anniversary celebration is ex- 
pected to draw more members of Equi- 
table’s field force and their spouses, than 
any previous company conference. It is 
anticipated that about 5,000 agents, man- 
agers and their wives or husbands will 
attend, in addition to administrative em- 
ployes from the company’s New York 
home office and from its regional offices 
in various cities. 

A highlight of the gathering will be 
corner-stone laying ceremonies for Equi- 
table’s new home office building on the 
Avenue of the Americas between 5lst 
and 52nd Streets. The New York Coli- 
seum will provide headquarters for the 
celebration which is expected to be one 
of the largest business meetings ever 
held there. 
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Family Counselor... 


The Life Underwriter helps in the making 


of plans for the welfare and security of 


the family. 





Fidelity is proud of its life underwriters 
and family counselors and of the great job 


they are doing in the field. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA *« PENNSYLVANIA 











P. J. McDonald Named by 
Union Labor as P.R. Director 


PETER J. McDONALD 


President Edmund P. Tobin of the 
Union Labor Life of New York has ap- 
pointed Peter J. McDonald as- director 
of public relations, effective January 2. 
John S, Lutz, former Public Relations 
Director, has transferred to the 
pany’s agency staff. 

Mr. McDonald, who has had 14 years 
of both home office and field experience 
in life insurance became associated with 
the Union Labor in October, 1956, as 
a Group representative. He 
was a staff assistant in the agency de- 
partment before assuming his present 
duties, 

A graduate of Fordham with B.A. 
degree, he obtained his bachelor of laws 
degree from St. John’s University. He 
was a specialist with U.S. Army Signal 
Intelligence in Europe during World 
War II. 


com- 


service 





Prudential Names Duffel 
At Western Home Office 


William R. Duffel has been appointed 
director of Ordinary agencies at the 
Western home office of The Prudential. 
Manager of a Prudential agency in San 
Francisco, Mr. Duffel was succeeded by 
Herb Schilbe, manager of the San 
Joaquin Valley agency in Fresno. Jack 
Boone, manager of the Portland, Ore. 
agency moved to the vacant Fresno po- 
sition. He was succeeded by Nat 
Barocas, CLU, brokerage manager fot 
the company’s Seattle agency. 

Mr. Duffel will have offices in Los 
Angeles and supervision of 600 Ordi- 
nary agency field representatives in 24 
offices throughout southern California, 
Arizona, Colorado and parts of Nevada, 
New Mexico and Wyoming. He joine 
Prudential as a special agent in Saf 
Francisco in 1949. Following subse- 
quent advancements to brokerage an 
associate manager positions, he was 
picked as manager in 1956. 
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Will you “weather the winter’ in good health? 


During the stormy, disagreeable winter months, colds, 
pneumonia and influenza may strike with increasing 
frequency. And this winter brings another variety of 
influenza—‘‘Asian flu.” 


The symptoms of **Asian flu” are much like those of 
other “grippy” colds . . . fever, marked tiredness, and 
aching. Should these symptoms occur, call your doctor, 
go to bed . . . and stay there until he tells you that the 
likelihood of complications is over. Barring complica- 
tions, doctors recommend home care rather than 
hospital treatment. 


“Asian flu,” like a severe cold, can lead to pneu- 
monia. Medical science, however, has become increas- 
ingly skillful in treating pneumonia. Today, all but a 
very small proportion of pneumonia cases are saved. 
But treatment must be started promptly to bring 
pneumonia under control quickly. 


How you combat any respiratory disease depends a 


lot on your physical condition. While it is wise to 
maintain your general health in every way, it is equally 
wise to take preventive measures which may help guard 
against all respiratory infections. 


Keep away from crowds as much as you can. 
Guard against chilling and dress warmly. 

Avoid people who have respiratory disease. 

Cover your coughs and sneezes with paper tissues. 
Dispose of used tissues immediately. 

Wash your hands thoroughly before eating. 


Isolate any member of your family who has cold or 
flu-like symptoms. 


Your doctor may also advise vaccination against 
“Asian flu.” 


Be sure to stay in bed as long as your doctor recommends. 








COPYRIGHT 1957—METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 


1 MADISON AVENUE, New York 10, N. Y. 


This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 32,000,000 including Time, News- 
week, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Redbook, Reader’s 
Digest, National Geographic, U. S. News. 



































BARNETT 


Di. 


Managers of two new agencies es- 
Bankers Life of Des 
been announced. They 
Barnett, manager of a 


tablished by 

Moines, have 

Delbert L. 
new San Francisco brokerage agency 
and James E. Doell, manager of a new 
Austin, Texas, agency. 

Prior to joining Bankers Life, Mr. 
Barnett was brokerage manager for 
Occidental Life in Los Angeles. He en- 
tered the life insurance business in No- 
vember, 1953, as an agent for Pruden- 
tial in San Francisco, and in September, 
1955, became an insurance broker in 
San Francisco. 

He is a member of local, state and 
national associations of life under- 
writers. A native of Salina, Kansas, he 
attended grade and high schools in 
Hollywood, California, and received his 
bachelor’s degree at Harvard Univer- 
sity. He also took graduate work there. 
Active in civic affairs, he is a member 
of the American Legion, Sunset Com- 
munity Club, Lions Club and Park- 
Presidio Civic Club. He is a Navy vet- 
eran, serving from 1943-46. 

Mr. Doell entered the life insurance 
business as a agent for a Texas com- 
pany in 1950. He joined Tennessee 
Life in Houston four year later and 
was superintendent of agencies before 
going to Bankers Life. 

A native of Wichita Falls, Texas, Mr. 
Doell attended grammar school there 
and attended high school in San An- 
gelo, Texas. He received his bachelor’s 
degree, majoring in insurance market- 


are 





Great-West Reduces Rates 


On Term, Raises Interest 


The Great-West Life has announced 
reduced rates for term policies and level 
term riders, and increased rates of inter- 
est for premiums paid in advance. 

The premium reductions apply to all 
term policies and level term riders. At 
the same time, the minimum term policy 
will be increased from $5,000 to $7,500 
Level term riders will continue to be 
available at the present minimum of 
$2,500. 

Where premiums are prepaid, the rate 
of interest allowed will now be 34% 
for the first 10 years from the date of 
deposit, and 3% thereafter, on funds 
actually used to pay premiums or re- 
turned at death; 2%4% on any part of a 
deposit later withdrawn, or returned on 
surrender or maturity of the _ policy, 
other than by death. This represents an 
increase of 4% in each case. Accounts 
established before January 1, 1958 will 
not be affected by the change. 





San Diego General Agent 

Fidelity Mutual Life has appointed 
Willard R. Wampler, Jr., of the Los 
Angeles agency, as general agent in its 
new San Diego agency. Mr. Wampler 


takes over the new agency at 1400 Fifth 
Avenue following 10 years with the Los 
Angeles Kenney Agency. He has been a 
supervisor there since 1952. 


Managers of New Agencies for Bankers of lowa 


ae 





J. E. DOELL 


ing, at the University of Texas in 
1949, 
He is a member of the General 


Agents and Managers Conference and 
is a past president and director of 
both the San Angelo Life Underwriters 
Asocition and Junior Chamber of 
Commerce. He has been active with 
the Tri-City Sales Congress, Chamber 
of Commerce and active in the organi- 
zation of the San Angelo A. &S. Un- 
derwriters Association. He is a Army 
Air Corps veteran, serving from 1943- 
1946. 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N.Y. 






PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 





Promote R. M. Fridley 


Promotion of Richard M. Fridley to 
assistant actuary of Pan-American Life 
has been announced by ‘Crawford H. 
Ellis, president. Formerly an actuarial 
assistant, Mr. Fridley will be headquar- 
tered in the company’s home office in 
New Orleans. 

Mr, Fridley joined Pan-American in 
February, 1957. He was formerly with 
the Automotive Life of New Orleans and 
prior to that the Guarantee Mutual of 
Omaha. A native Iowan, he attended 


Iowa State Teachers College and re- 
ceived a degree from Drake Uni- 
versity in 1952. He is a member of 
Delta Sigma Pi, Business Professional 
Fraternity and Kappa Mu Epsilon, Hon- 
orary Math Fraternity. In 1957 he was 
named an associate of the Society of 
Actuaries. 





What is Lifetime 





Term? 


HAVE YOU EVER WISHED 
THERE WAS A POLICY THAT 


1. Featured low cost 
2. Would not expire at age 65 or 70 
3. Did not have to be converted at very high rates 
4. Had very high paid-up values 


We have the contract that meets these requirements 
We call it GUARANTEED MAXIMUM PROTECTION* 
---it is truly Lifetime Term! 


YOUR j 
CLIENT 
GETS l 


Maximum Death Benefit per premium dollar 
Level Lifetime protection for low guaranteed premium 
Maximum paid-up insurance per premium dollar invested 


G.M.P*is Lifetime Term! 


* Whole Life non par $25,000 minimum 


FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES: 
BALTIMORE e BOISE e CHICAGO e CINCINNATI ¢ CLEVELAND e¢ COLUMBUS e DETROIT ¢ HARTFORD 
HONOLULU e LANSING e LOS ANGELES ¢ MIAMI ¢ MINNEAPOLIS ¢ NEWARK e PHILADELPHIA 
PITTSBURGH ¢ PORTLAND ¢ SAGINAW e¢ SAN FRANCISCO ¢ SEATTLE ¢ SPOKANE e WASHINGTON, D.C. 


Also licensed in Alaska, Arizona, Colorado, Delaware, Indiana, Kentucky, 
Maine, Nevada, New Hampshire, Utah, Vermont, Virginia, and West Virginia 


THE 


MANUFACTURERS 


INSURANCE 





LIFE COMPANY 


61-58 


MACCABEES NAMES STAEHELI 





Appointed Assistant to President Georg 
Shelley; Both CPA and Actuary; 
His Background 
The appointment of Al Staeheli x 
assistant to the president has been ap. 
nounced by George Shelley, president oj 
The Maccabees. 
Mr. Staeheli is a former partner oj 
Woodward & Fondiller, Inc. of Ney 


AL STAEHELI 


York, consulting actuaries, where he 
served as consultant on accounting, ac: 
tuarial, methods and management prob- 
lems. It is in this field that he will par- 


ticipate in the administrative operations f J‘ 


of The Maccabees. 

He has been a consulting actuary since 
1936. Prior to this, he attended New 
York University and graduated with 
bachelor of commercial science degree 
in accounting. In 1939 he became a cer 
tified public accountant. He is a member 
of the Conference of Actuaries in Public 
Practice. 

Mr. Stateheli served as chief petty 
officer in the U. S. Maritime Service 
during World War II and was stationed 
at the U. S. Merchant Marine Academy, 
Kings Point, N. Y. 





JOINT AGENCY MEETING). 
The two Nebraska general agencies 0! 


Northwestern Mutual, Richard T. Seck- Fi é 
inger, Lincoln, and Kenneth M. Snyder, f 


Omaha, held their joint annual meeting 
this week in Lincoln. There are 8 
members of the two agencies throughout 
Nebraska, 

Featured speakers included Richard 
T. Seckinger, general agent in Lincoln; 
Martin S. Polhemus, district agent 1 
Wayne; Kenneth McGooden, 
agent in McCook; William S. Nelsot, 
district agent in Columbus; Colton Smith 
and William Bitter, special agents 1 
Lincoln; Paul Miller, Jr., special agent 
in Omaha; and A, G. Weddingfeld, spe 
cial agent in Norfolk. 

John Mason, Lincoln attorney, was 
a guest speaker. Two additional speakers 
came from the home office of the North- 
western Mutual: Benjamin B. Snow, 
superintendent of agencies, and Jerome 
A. Boyer, assistant secretary. 


January 17, 195 
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Nationwide Gets Right 
To Lists for Proxies 


NORTHWESTERN NATIONAL 





ON 
\SIS OF 


Following Minnesota Supreme Court 
Decision, Nationwide Asks Bar to 


Use of Company Proxies 
826 | 


f St. Paul—Nationwide Corp. of Colum- 
bus, Ohio, has won its fight in the Min- 
nesota Supreme Court for the right to 
copy or be furnished with a list of pol- 











EHEL| icyholders of Northwestern National 
Life of Minneapolis for the purpose of 

it Georg soliciting proxies from them. This up- 
buary; holds the findings of the lower court. 
; Nationwide and Northwestern National 
veheli af} management have been in a legal battle 
been anf. for control of the Minneapolis company 


for the past year. Nationwide owns a 
majority of the capital stock of North- 
western National but because policy- 
holders also have a vote the management 
was able to retain control at the annual 
meeting a year ago. 

Twice since then Nationwide has 
asked Northwestern National for a list 
of policyholders so that it could solicit 
their proxies. Both times the request was 
denied and Nationwide then carried its 
case into Ramsey County Court at St. 
Paul which granted a writ of mandamus. 

The Supreme Court affirmed this ac- 
tion but said that Northwestern National, 
upon application to the lower court could 
get a restraining order amended so as 
to give both companies the same chance 
to solicit proxies at the same time. 

Nationwide Files Another Action 

Immediately after the Supreme Court 
decision was made public it was dis- 
closed that Nationwide has filed a new 
action in Federal court at Minneapolis 
asking the court to bar members of the 
proxy committee of Northwestern’s 
board of directors from voting certain 
proxy rights. This move seeks to reduce 
the number of policyholder votes which 
could be used to support Northwestern 
National management at the annual 
meeting January 27, 

The suit contends these proxies were 
solicited improperly on grounds that 
Northwestern National’s proxy commit- 
tee did not disclose that a contested 
election was involved. 







sident of 


irtner og! 


of Ney 






here he Northwestern National has ten days to 
. ask a rehearing of the Supreme Court 
fing, ac le 
, decision but it is believed the decision 
nt prod came too late for Nationwide to launch 
will par-f a proxy fight before the annual meeting 
erations fe January 27. 
Also affirmed by the high court was 
5 that part of the district court’s book- 
ry since ; ; nS : 
od News CPeuing order which barred Nationwide 
dw ‘Irom disclosing names of Northwestern 
j degret National policyholders to sales forces of 
ea cera ay of the several insurance companies 
: in. whi ati i an i s 
esa vhich Nationwide has an_ interest. 


This was one of the key reasons for 
Northwestern National’s refusal to sup- 
ply names to the Ohio firm. It con- 


n Public 


of petty 

Service tended the list was privileged and con- 
tationed i ntial and to disclose it would be 
‘ detr ‘ 2 any < its 
cademy, imental to the company and it 


share and policyholders. On this point 
the high court said: 

“We can hardly assume that a stock- 
holder owning well over half ‘of the 


NG capital stock of the defendant, for which 


ncies Of it has paid over $12,000,000, will deliber- 
[. Seck- fF ately set out to wreck that company.” 
Snyder, Northwestern National also contended 
meeting F that Nationwide was an unregistered 
are 8 ffinvestment company under the national 
oughout & investment company act of 1940 which 
Provides that “no investment company, 
Richard unless registered . . shall control any 
Lincoln; company which is engaged in interstate 
gent iB commerce.” On this point the high court 
district said: “An examination of the invest- 
Nelsot, F ment company act fails to disclose any 
n Smith & provision prohibiting solicitation — of 
ents ME proxies by an unregistered investment 
ul agent company for the purpose of attempting 
old, spe FF to gain control of a company engaged 


The court said 
control, 


; in interstate commerce.’ 
ey, WAH the Federal law is limited to 





peakers not an attempt to gain control. 

Bete at any time prior to gaining con- 
now E trol plaintiff registers under the act, 
Jerome the court 





there will be no violation,” 
held, 












HEARD On The WAY 











Lowell C. Camps, associate general 
agent in the M. L. Camps Agency, John 
Hancock Mutual Life, New York, paid 
for $1,000,000 of Ordinary life business 
in 1957 and thus qualified for the second 
consecutive year as a member of the 
Million Dollar Round Table. This is Mr. 
Camps’ 10th year in life insurance and 
the John Hancock, having started as an 
industrial agent in the Mount Vernon, 
N. Y. office in 1948. A graduate of Col- 
gate University where he played varsity 
football and was varsity track team 
captain, Mr. Camps also saw World 
War II combat service with the U. S. 
Army, ETO, and won battle decorations. 





The Sales Executives Club of New 
York will hold a life insurance day 
luncheon January 21 at the Roosevelt 
Hotel. Speakers will be Ralph G. 
Engelsman, former general agent of 
Penn Mutual Life, insurance producer 
and consultant and co-editor of Probe, 
and Harry N. Kuesel, former manager 
of Phoenix Mutual Life and former 
president of Mid-Town Managers Asso- 
ciation. Subject of Talks: “The Know- 
How of Personal Selling.” 


Elsie Doyle, formerly one of leading 
agents of Union Central Life’s home 
office agency in Cincinnati and the first 
woman who was elected a trustee of 
National Association of Life Under- 
wiiters, has been living in Fort Lauder- 
dale, Florida, for a year. Her health 
becoming impaired she was urged by 
physicians to take a complete rest. She 
resigned as trustee of NALU and 
moved to Florida and did not engage 
in insurance merchandising for six 
months. 

Rocovering her health and pep she 
started to make a new career in Fort 
Lauderdale which was not easy as she 
had to start prospecting with an en- 
tirely new group of prospects. She 
gradually began to get business and in 
December, 1957, wrote $300,000. The 
company has helped her considerably, 
especially in an advertisement, which 
local papers picked up and gave it a 


play. 

Mrs. Doyle’s son William S, Doyle, 
is editor and publisher of a bright, 
well written, colorful and successful 


magazine, called “This Week,” which 
covers the Fort Lauderdale, Pompana, 
Deerfield, Boca Raton and Hillsboro 
Beach area. The January, 1958, issue 
of “This Week” consists of 48 pages 
with many illustrations, 


Two insurance men in the symposium 
discussing pension plan benefits at a con- 
ference sponsored by Chamber of Com- 
merce bodies in Illinois and held in Chi- 
cago January 10 were Philip H. Peters, 
vice president, John Hancock, and EI- 
man A. Starr, assistant agency vice 
president, Connecticut Mutual. 

Other speakers were James H. Taylor, 
Proctor & Gamble, Cincinnati; Charles 
D. Root, Jr., of Towers, Perrin, Forster 
and Crosby, Inc., Philadelphia; and 
Charles F. Hazelwood, employe compen- 
sation consultant, General Electric. 





Finding lost policyholders has not only 
brought a good deal of satisfaction to 
Miss R. Winifred Burr, assistant secre- 
tary of the New England Life, but her 
most recent discovery resulted in her ap- 
pointment as an honorary police officer. 

Miss Burr located a man in Essex 
Junction, Vermont, who had been “lost” 
since 1931, and sent him a check for 
$75 which was owed to him on a lapsed 
policy. 

The policyholder turned out to be the 
police chief of Essex Junction, and he 
was so grateful that he sent her a card 
making her an honorary member of his 
department She is not sure whether 
she is listed on the town records as a 
policewoman or a policeman, since the 
card was addressed to Mr. R. Winifred 
Burr. : 

Uncle Francis 


C. CAMPS 


LOWELL 





New England Life Expands 
Methods & Procedures Dept. 


The New England Life has promoted 
six men and expanded its methods and 
procedures department, in anticipation of 
the installation of a new Univac II next 
year, it was announced by President O. 
Kelley Anderson. 

William H. Climo was named elec- 
tronic methods and procedures manager ; 
David W. Foster, Ordinary methods and 
procedures manager; Kenneth B. Goet- 
chius, electronic data processing man- 
ager; and Howard D. Kimball, Group 
methods and procedures manager. In 
addition, Lloyd C. Osborn and Charles 
W. Torrey were named as senior meth- 
ods and procedures analysts. 

The new electronic computer was con- 
tracted for last April from Remington 
Rand and is expected to be operational 
by the spring of 1959. Preparing com- 
pany records for the change-over to the 
new system will take 18 months. The 
work was started last fall and is ex- 
pected to be completed by the time the 
new computer is installed. 


Correction 


In the January 10 issue of The East- 
ern Underwriter the appointments of 
Norman L. Horner and Stanley J. Rosen- 
thal as managers of State Mutual Life, 
incorrectly identified their company af- 
filiation as New England Life. Mr. 
Horner was named by State Mutual in 
San Francisco succeeding Charles H. 
Biesel, and Mr. Rosenthal succeeds Alex- 
ander Hertzman for State Mutual at 
Louisville. 





Equitable of Iowa Meeting 
The General Agents Advisory Coun- 
cil of Equitable Life of Iowa met at 
the home office of the company in Des 
Moines January 13, 14, and 15. Field 
and management problems were dis- 
cussed, and the council met with home 
office officials to make recommenda- 
tions on operations during 1958. 
Now in its 19th year, the Equitable 
Life of Iowa’s General Agents Advis- 
ory Council is composed of seven gen- 
eral agents, four qualifying for mem- 
bership through attainment of company 
honors and three being appointed by 
the president of the company. Those 
serving during 1957-1958 are: H. S. 
Bell, CLU, Seattle; H. S. Brownlee, 
CLU, Pittsburgh; M. F. Buscher, Min- 
neapolis; F, L. McCormick, CLU, Des 
Moines; J. FE. Mattox, CLU, Oakland; 
E. V. Reed, Wichita; ‘pear. Townsend, 
Jr., CLU, Indianapolis. 








The Prudential To Build 
Public Garage in Newark 


erect a 500-car 
back of its 
between 
Newark. 
employe 


The Prudential will 
public parking garage in 
Washington Street building, 
Bank and Academy Streets, 
This site now serves as an 
parking area for 84 cars. 

Tentative plans call fora six-story, red 
brick structure costing over $1 million. 
The basement of the building will be 
used for a new central heating plant for 
Prudential buildings. Construction will 
start this summer and be completed in 
the fall of 1959. on 

Prudential will lease the building to 
professional garage operators; but nego- 
tiations have not been completed. 











THINK... 


WHY are you paid the same 
commission as the lowest pro- 
ducers in your agency when you 
are consistently a top producer? 
WHY do so few companies 
vest renewal commissions? 
WHY do you receive little con- 
2) tinuing reward for attracting 
WHY are your renewal commis- 
sions for low lapses the same 
as paid to other representatives 
or high lapses? 


good producers to your agency? 
WHY is your renewal commis- 
sion schedule so low if persis- 
tency is so vitally important? 
WHY are smaller renewal com- 
missions paid over a long period 
of time instead of larger com- 
missions paid over a shert period? 


WHY has the Accident and 

Health Division of All Ameri- 

can Life & Casualty Company 
enjoyed the most spectacular growth 
in the business? From the standpoint 
of premium income, All American 
now ranks among the top 125 com- 
panies. 


WHY is All American Life & 

Casualty Company, having 

started writing Life Insurance 
in July, 1956, already producing ap- 
proximately one million a week? 


If you want straightforward answers to 
all of these questions . . . write— 


ALL AMERICAN 


hie a Oniualty 


als Ler-4e12) Oompaity 


General Offices: All American Building 
PARK RIDGE, ILLINOIS 
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INSURE FOR FULL VALUE 
Despite continued and concentrated 
efforts by agents 
associations and others to have individ- 
ual agents and brokers impress upon 
dwelling property owners the necessity 
for carrying insurance for 80% or more 


insurance companies, 


of property values—either cash or re- 
placement and preferably the latter 
producers are still failing to carry out 
such programs. Of course the producer 
is not always. to blame. In many in- 
stances assureds, fully “briefed” on 
dangerous positions in continuing to be 
refuse producers’ advice 
They gamble 





underinsured, 
to buy more protection. 
they won’t have losses. In such cases 
producers can merely console them- 
selves with the knowledge of good sales 
presentations which were not accepted. 
In event such assured suffer losses that 
are uninsured, their agents’ or brokers’ 
records reveal where the fault rests. 
Nevertheless, there undoubtedly are 
producers who either do not attempt to 
sell insurance to present day values, or 
too readily take “No” for an answer. 
A few years ago the American public 
was treated to a wonderful motion pic- 
ture filmed in Italy entitled ‘Never 
Take No For an Answer.” It was based 
on one of the numerous human interest 
by Paul Gallico, and dealt with 
adventures of a young lad who 
permission from the Catholic 
church to take his ailing donkey into 
a church of St. Francis at Assisi to 
receive a blessing, designed to aid 
healing the animal. The peasant young- 
ster after much painstaking effort, got 
to see the Pope and received the per- 


stories 
the 
sought 


mission sought. 

While that film was designed essen- 
tially to entertain, the idea of persis- 
tence in the selling effort may well be 
a key to meeting sales and underwrit- 
ing problems of today. The Agricul- 
tural Companies are distributing data, 
gathered in several states, showing that 
86% of renewals on dwellings are be- 
ing sold without increases in amounts. 
In one state, where 90% of renewals 
came in without any change in amount 
of insurance protection, the comment 
of the Agricultural was: “Wonder what 


happened to the insurance programs for 
these people? Do they have adequate 
protection or are they victims of auto- 
matic renewal?” 

Automatic renewal is one of the ma- 
jor illnesses of the insurance merchan- 
dising system as practiced by too many 
agents and brokers. When a policy- 
holder switches from an old line insurer 
to a mutual or cut-rate independent on 
an auto trying to save 
money on cost of coverage for a large 
amount of protection he believes ade- 
quate. He may well be mistaken in 
thinking the dollar saving is worth 
more than the service he _ sacrifices. 
Yet he doesn’t feel gambling, 
unless his producer can convince him 
of his error in judgment. 

But when a property owner carries 
less than adequate fire and allied lines 
he 


policy he is 


he is 


coverage on his home and contents, 
either knows he is gambling on not 
having a loss or else his agent or 
broker has failed to impress the client 
of the latter’s likelihood of having to 
share part of his own loss, should such 
occur. The rewards of underinsurance 
for a property owner are not a few 
dollars saved in premium costs but the 
danger of heavy financial loss. 

If a property owner could be fully 
convinced his home would never suffer 
damage, then he should not carry any 
insurance, other than that required un- 
der any existing mortgage. But if he 
knows there is no such exemption from 
risk of damage, then a half-way pro- 
gram is not adequate. For full protec- 
tion for clients, and for greater profits 
for producers, the latter should examine 
practically all policies before renewal 
and make every effort to adjust those 
which are obviously underinsured. 

In getting away from automatic re- 
newal the producer will help also to 
solve that other bugaboo, flat cancel- 
lation, which likewise is a costly factor 
in today’s selling pattern, both for com- 
panies and agents. 





John P. Sullivan, vice president of the 
Hanover and Fulton Insurance Com- 
panies, has been elected a director of 
both companies. 


1958 
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Left to right—George Willard Smith, Major General John H. Ives, USAF, 








Rear Admiral John A. Snackenberg, USN, O. Kelley Anderson. 


O. Kelley Anderson, president, New England Life, is shown above receiving a 


citation from the Defense Dep: irtment for 


Major 


Armed Forces Reserve Program. 
of the First Airforce, 


with the 
Commander 


his 
General 


company’s 
John H. Ives, 


cooperation 


USAF, 


who made the presentation, said the award was made because 


of the company’s liberal attitude in allowing and encouraging p< irticipation in the 


reserve program by employes. 
Admiral J. A. Snackenberg, USN, 


Among those attending the presentation were Rear 
Commandant of the First Naval District, and 


George Willard Smith, chairman of the board of the New England Life, and other 


company and military officials. 
the 


Richard B. Evans, president “of 
Colonial Life of America, left for Puerto 
Rico recently on a trip for a visit to 


the company’s branch office in San Juan. 
While in Puerto Rico, Mr. Evans will 
attend a meeting of the trustees of the 
Inter-American University of Puerto 
Rico. San German, to the board of 
which he was elected last year. 





T. COLEMAN ANDREWS 


T. Coleman Andrews, president and 
board chairman of American Fidelity 
Fire and American Fidelity & Casualty 
Co. of Richmond, has been made pres- 
ident of the Richmond Chamber of Com- 
merce. He was Internal Revenue Com- 
missioner during two years of President 
Eisenhower's first term. Mr. Andrews 
gained nation-wide attention after re- 
signing as Internal Revenue Commis- 
sioner by his blistering attacks in 
speeches and articles on the federal in- 
come tax system and government fiscal 
policies. He was the States’ Rights 
candidate for President in 1956. 


Kenneth T. Crothers, well-known in 
Toledo, Ohio, insurance circles, has heen 
made a partner in the Lester B. Martin 
Insurance Agency of Maumee and the 
firm’s name has been changed to Martin- 
Crothers Agency. Mr. Crothers has been 
in insurance 16 years, the last nine in 
the Toledo area. He was with the 
Royal-Globe Insurance Group as a field 


representative for 13 years and more 
recently has been associated with Hy- 
lant-MacLean. He is immediate _ past 


president of the Northwest Ohio Chap- 

ter, Society of Chartered Property and 

Casualty Underwriters. 
* * * 

Edward A. Straith-Miller has _ been 
promoted from claims supervisor to 
claims manager of the Indianapolis branci 
office of the American Insurance Group 
Since 1937 Mr. Straith-Miller has been 
engaged in claims adjusting and admin- 
istration. He joined American Automo- 
bile in 1943 at the Indianapolis branch 
office. He was named claims supervisor 
at Indianapolis in 1952. A_ native of 
Chicago, Mr. Straith-Miller graduated 
from De Pauw University in 1933, and 
from Indiana University Law School in 
1937, 


* * x 
Holgar J. Johnson, president, Institute 


of Life Insurance, has been named 1957 
“Man of the Year” in life insurance 
by The Insurance Field. The selection 


was based on the Institute’s huge national 
campaign in newspapers and magazines 
pointing out dangers to the national 
economy of inflation. 

* x 


John G. Martin, 
lein, Inc., Hartford, 
director of Connecticut 

x Ok 


* 


president of Heub- 
has been elected @ 


Mutual Life. 
* 
Harold E. Selke a certified public ac 


countant from Houston, Tex., takes over 
as chief examiner of the Texas Insut- 
ance Department. He succeeds E. 
Kelley who resigned to accept a similar 
post with the Oklahoma Insurance De- 
partment 

e *# * 

Daniel McLaren Witten, CLU, of the 
Cincinnati agency of Union Central Life, 
for the second consecutive year has beet 
designated as that agency’s “Most Valt- 
able Associate.” Manager of the agency 
is Judd C. Benson, former president 0 
NALU. 
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Willson, Loustau & Co. 


Willson, Loustau & Co., San Francisco, 
has the distinction of being the only in- 
surance firm in that city, the partners 
of which have been presidents of Insur- 
ance Brokerage Exchange of California. 

Hal D. Willson’s first brokerage office 
was at 333 Pine Street. The firm today 
maintains offices just across the street 
at 354 Pine. Mr. Willson also has been 
president of the National Association of 
Insurance Brokers. During the year 
1918 he worked on the San Francisco 
3ulletin—now the Call Bulletin—as real 
estate editor. Furthermore, he had ex- 
perience as editor of the agency publica- 
tion of Aetna’s San Francisco office 
which led to his becoming so interested 
in the insurance field that he decided 
to open an insurance brokerage office of 
his own, As he did not have what he 
thought was sufficient capital he con- 
ceived the idea of teaming up with some 
others who were consultants of insureds. 
Thus, a prospect could be offered the 
pooled advice of accountant, attorney 
and insurance broker working as a team. 
The idea worked all right. 

Laurent A. Loustau’s father was a 
builder of homes. Laurent became a 
graduate engineer and also obtained a 
contractor’s license, but decided on an 
insurance career. He began in insurance 
with J. B. F. Davis & Son working a 
full year, on insurance only, on after- 
noons and Saturdays. He drew insurance 
maps and learned fire prevention 
throughout Pacific Northwest. When 
the Davis firm merged with Marsh & 
McLennan Mr. Loustau continued doing 
engineering work and it was on such 
tiskks as Kress, Woolworth, Montgomery 
Ward and the telephone company. In 
1936 he entered the production end of 
the business as a supervisor of accounts. 
In 1938 he was appointed assistant engi- 
neer of Pacific National Fire, travelinz 
throughout California and making analy- 
sis reports. In 1939 he was made Fresno 
Manager and later promoted to manager 
of Southern California department. Dur- 
ing the war he did intelligence work for 
Army Air Force, heading a squad of 
arson investigators. In 1946 he started 
his own insurance brokerage business, 
finally merging it with that of Hal 
Willson on August 15, 1952, Mr. Loustau 
'S past commander of Insurance Post 

, American Legion and is recording 
Secretary of Northern California Fire 
Underwriters Association, His favorite 
recreation is horseback riding on a 
ranch during vacations. 


* 2 * 


Joins The Insurance Field 


John W. (Jack) Kosbin of Queens 
Village, L. IL, N. Y., has been named 
“astern manager for The Insurance 
Field Co. 
une Kosbin, who went to New York 
Mversity and Columbia, has had wide 
xperience as an industrial engineer and 
i ay engineer in systems and proce- 
rs ig He is a director of Brooklyn 
hapter, National Association of Ac- 


Countants, 











Victoria Foundation, Inc. 


Hendon Chubb, president of Victoria 
Foundation, Inc., announces that this 
Foundation is making a grant in the 
amount of $100,000 to the Massachusetts 
Institute of Technology. These funds 
will be used on one or more projects 
in the field of science, research, or 
higher education which will contribute 
to the national welfare with particular 
reference to the crisis in these areas as 
outlined in recent weeks by President 
Eisenhower, 

In making this grant Mr. Chubb stated 
that it was the thought of the Founda- 
tion that many ventures in these fields 
which would ultimately be financed by 
the Government might have to be post- 
poned pending Congressional action. The 
purpose of the grant was to expedite one 
or more such ventures. He also ex- 
pressed the hope that the action of 
Victoria Foundation in this matter might 
lead other foundations to take similar 
action, 

Victoria Foundation was founded in 
1924 by Hendon Chubb, retired head of 
Chubb & Son and of Federal Insurance 
Co. It was named for his mother Vic- 
toria Eddis Chubb with the purpose of 
providing assistance and help for human 
needs and misfortunes. 

In 1940 increased resources made pos- 
sible the establishment of The Children’s 
Heart Unit of Victoria Foundation Inc. 
where some 548 youngsters suffering 
from rheumatic fever received  bed- 
patient care. Mr. Chubb’s daughter, 
Mrs. J. Russell Parsons, had the dis- 
ease when a young child. The unit was 
closed after 15 years when a survey 
by authorities on the disease concluded 
its incidence had materially declined. 

Primarily interested in welfare pro- 
grams in the State of New Jersey, but 
wishing to continue the interest in car- 
diac research, the trustees voted the 
funds formerly allocated for the unit, 
as a grant to Yale Medical School, to 
provide for a Victoria professorship and 
a Victoria fellowship in the heart field. 


o* * * 


FTC Releases Annual Report 


The Federal Trade Commission’s an- 
nual report for fiscal 1957 describes 
postwar peaks in new actions against 
both deceptive and monopolistic business 
practices. The 128-page report to Con- 
gress says that FTC’s performance 
“presents an encouraging picture of the 
Commission’s effectiveness.” 

The year ending last June 30 was char- 
acterized as one in which the Commis- 
sion mobilized its efforts to combat il- 
legal concentration of power in business, 
particularly those resulting from illegal 
mergers. Nine anti-merger complaints 
were brought during the year, equalling 
the total brought by the FTC in the 
previous five years following amendment 
of the anti-merger law (Section 7 of 
the Clayton Act). 

Also highlighted by the report were 
totals of 242 formal complaints alleging 
law violations and 179 orders to cease 
and desist, as compared to 192 complaints 
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and 172 orders the preceding year. 

Given an appropriation of $5,550,000 
for fiscal 1957, the Commission was able 
to increase its staff from 641 to 74. 
Most of the newcomers were added to 
the FTC’s nine field offices. “The capac- 
ity of the new men—given on-the-job 
training during fiscal 1957—will be 
brought to bear on case work with full 
effect during fiscal 1958,” the report 
declares. 

In addition to describing formal pro- 
ceedings, the report discusses the Com- 
mission’s informal work, through which 
105 less serious cases were disposed of, 
at savings in time and money, by stipu- 
lated agreements. “Of even greater sig- 
nificance in the field of voluntary en- 
forcement was the issuance of ten new 
or revised trade practice rules for entire 
industries,” the report states. 


* * * 


Launch Beekman-Downtown 
Hospital 1958 Fund 


Beekman-Downtown Hospital opened 
its 1958 campaign for operating costs at 
a luncheon meeting in The Lawyers 
Ciub, 115 Broadway. Objective of cam- 
paign is to raise $375,000. Edward Glass- 
meyer, vice president of Blyth & Co, 
Inc., chairman of the drive and a director 
of the hospital, presided. Guest speaker 
was Admiral Arthur W. Radford, former 
chairman, Joint Chiefs of Staff. The at- 
tendance at the luncheon taxed capacity 
of the room. 

Insurance members of the Beekman- 
Downtown Hospital’s 1958 Fund are 
Kenneth E. Black, president of Home 
Insurance Co.; J. Victor Herd, chair- 
man and president of America Fore 
Insurance Group and Frank A. Christen- 
sen, former chairman of that Group; 
Clarke Smith, United States manager of 
Royal-Globe Insurance Group; and 
Courtlandt Otis, vice president, Johnson 
& Higgins. 

The hospital administers to the down- 
town New York population of more than 
a million people. During 1957 the hospi- 
tal had 6,400 ambulance calls, 18,350 
emergency room visits; 51,000 patient- 
days of treatment rendered; and 4,500 
admissions. The hospital says that 70% 
of all these admissions were emergencies. 
The number of beds during the year was 
augmented from 170 to 186. 

Admiral Radford’s talk was confined 
to the emergency military needs of the 
nation and the importance of increasing 
the number of students in American 


Colleges and other educational institu- 
tions who have a flair for technical engi- 
neering and other scientific knowledge. 
Despite the publicity given the Soviet’s 
earth satellite, the sputnik, he believed 
that the United States is ahead of the 


HAL D. WILLSON 


Soviet Union in over-all military 
strength and in the race for technological 
superiority, He felt sure this supremacy 
can be maintained, but there must be 
a greater concentration on technological 
training of young men with _ talent. 
Continuing he said that one of the fine 
results of the post-sputnik era is the 
realization which has come to Amer- 
icans of the great value of our scientists 
and the absolute necessity for encourag- 
ing young Americans to look upon this 
profession as one of honor to our society. 
ae ee 


Plaque for Employed Epileptics 


Epi-Hab, a Los Angeles firm employ- 
ing only epileptics and in operation two 
years, is the only firm in the country 
whose entire labor force is composed of 
victims of epilepsy. Because of its safety 
record Raymond A. McGuire, vice presi- 
dent, Pacific Employers Insurance Co., 
on January 3 presented to Dr. Frank 
Risch, founder and head of the firm, a 
plaque saluting Epi-Hab for its record, 
which earned the firm a 20% discount 
on its state disability insurance pre- 
miums, 

In acknowledging the plaque Dr. Risch 
said: “Information gained by Epi-Hab 
in its first two years, relative to insur- 
ance risks should destroy the myth that 
the hazards of such risks increase with 
employment of epileptic individuals.” He 
cited that the average annual income of 
the 44 employes of $300 before going to 
work for Epi-Hab had increased to 
$3,000. Since starting with E-H the em- 
ployes have paid back $20,000 to the 
Federal Government in income taxes. 

The office of Vocational Rehabilitation 
in the U. S. Department of Health Edu- 
cation and Welfare granted E-H $27,000 
to get started, while private individuals 
contributed another $13,000. It is planned 
to establish other E-H plants in Long 
Island and Phoenix, Ariz. 

as. Aa 


Doesn’t Knock Bankers 


“Business Looks at Banks” is the name 
of a new book published by University 
of Michigan Press of Ann Arbor. The 
author—George Katona—says he inter- 
rogated 300 top executives throughout the 
business world — manufacturing, public 
utility, transporation, wholesale and re- 
tail people. Result: difference of opin- 
ions, banks not criticized much but var- 
ious views about how large should be 
the collateral and how long the term of 
payment. In brief, just about what the 
reader would expect in picking up and 
starting to read the book. 

One man interrogated gave it as his 
opinion that “banks are people.” If they 
are not, they should enter some other 
field, maybe missiles or electronics. 
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Executive Promotions 
By Home Announced 


ALLEN TO ASSIST PRESIDENT 


Frost Made Vice President to Head 
Metropolitan Dept.; Rowan Vice Presi- 
dent in Charge of West Coast 


Walter W. Allen, vice president and 
secretary in charge of Home Insurance 
Co.’s metropolitan and service depart- 
ments, has been transferred to the office 
of President Kenneth E. Black where he 
will assume executive duties and work 
on special assignments. Norman C. 
Frost, secretary in the metropolitan de- 
partment, has been elected vice presi- 
dent and secretary of Home and Home 
Indemnity in charge of the metropolitan 





NORMAN C. FROST 
department which includes the New 
York State and northern New Jersey 


area. Irwin B. Somerville, secretary in 
the service department, has been placed 
in charge of that department. 


Rowan Career 


Philip S. Rowan, secretary, Home In- 
surance Co. at its San Francisco office, 
has been elected vice president and sec- 
retary of the Home and the Home In- 
demnity, succeeding the late George E. 
Stroub. He will have complete jurisdic- 
tion of the operations of these companies 
in the Pacific Coast states, Mountain 
states, Alaska and Hawaii. He will main- 
tain headquarters in San Francisco. 

Mr. Rowan joined the company in 
1924 in the improved risk department 
at head office in New York. In 1930 he 
was transferred to the Canadian and Pa- 
cific department where he became assist- 
ant secretary in 1947 and secretary in 
1950. In July, 1951, he was transferred 
from the head office to the San Fran- 
cisco office. 

Allen, Frost, Somerville Careers 


Mr. Allen, who has been engaged in 
underwriting, production and service ac- 
tivities since joining the Home in 1937, 
was elected an assistant secretary in 
1946, secretary in 1947 and vice presi- 
dent and secretary in 1952. Mr. Frost, 
who has had extensive field and admin- 
istrative experience, joined the Home in 
1938. He was elected assistant secre- 
tary of the company in 1953 and secre- 
tary in 1955. Mr. Somerville, who has 
been in the service department of the 
Home since joining the company in 
1933, was elected an assistant secretary 








WALTER W. ALLEN 
in 1952 and secretary in 1953. 
Fernando S. Mostero, general man- 
ager of Home Indemnity Co.’s Pacific 


department at San Francisco, has been 
elected assistant secretary of Home In- 
demnity and Home Insurance Co. He 
will continue in charge of the indemnity 
company’s operations under Vice Pres- 
ident Rowan with additional executive 
duties for both companies. 

Mr. Mostero joined the company in 
1949 as a special agent at Los Angeles. 
He was made manager of that office for 
Home Indemnity in 1951 and in 1955 was 
appointed general manager of that com- 
pany’s Pacific department with head- 
quarters in San Francisco. 





Wetherly Asst. Manager 
In U. S. for Northern 


OVER 30 YEARS WITH COMPANY 


Native of London, Wetherly Has Spent 
Entire Career in Overseas Business 
of Northern Assurance 


Earl D. Patton, United States manager 
of the Northern Assurance, announces 
appointment of Reginald L. Wetherly 
as assistant United States manager. A 
native of London and educated there, 


Mr. Wetherly entered the services of 
the Northern in 1926, qualifying as a 
Fellow of the Chartered Insurance In- 


stitute (FCII) in 1934. 

His war service was with 
as a flying control officer in India and 
3urma, and he returned to the service 
of the company at the end of 1945 to 
resume his career in the overseas depart- 
ment. 

Prior to his recent arrival in the U. S. 
Mr. Wetherly was an overseas manager 


of the company in London and had spent 
his entire insurance career of over 30 
years in the overseas business, in course 
of which he visited many of its extensive 
connections and last visited the United 
States during 1954. 


the RAF 





Lower Homeowners Rates 


Filed by the Reliance 


Reliance Insurance Co. has filed new 
rates for Homeowners forms A, B, 
and Tenants with the Insurance Depart- 
ment of Pennsylvania. These rates are 
substantially lower than those previously 
in effect for the company. Effective date 
was January 15. 

The company’s agents have been sup- 
plied with new rate charts and a new 
company manual for Homeowners. Poli- 
cies and forms, however, remain un- 
changed. The production force of the 
Reliance in Pennsylvania at a confer- 
ence held at the head office was briefed 
in the new table of rates and the pro- 
duction campaign for this business. 





‘Wed Dn Assigned Risk Rates 


The National Bureau of Casualty 
Underwriters has been urged to revamp 
its system of surcharges so that the 
burden of Assigned Risk Plan losses 
could be placed on risks “where it be- 
longs.” 

The suggestion came from the Greater 
New York Insurance Brokers’ Associa- 
tion and was offered at a meeting called 
by the rate making organization for the 
purpose of discussing a proposal to cut 
commissions on Assigned Risk Plan 
business. The meeting was held at the 
New York offices of the bureau. Present 
commission scales for this business are 
10% for private passenger car and com- 
mercial risks and 5% for long haul truck 
risks. 

The association pointed out that the 
majority of its members are brokers who 
would normally service that class of 
business which pays a 10% commission. 
“We do not believe,” the association 
added, “that any broker undertaking to 
handle the general run of personal fam- 
ily business of which the private passen- 
ger automobile forms an integral part, 
can operate on a gross of 10%.” 

While deploring unfavorable experi- 
ence that has been suffered by compa- 
nies subscribing to the plan, the brokers 
pointed out they do not feel “the solu- 
tion’ even in a partial degree can be 
found by reducing the authorized service 
commission of the broker.” 

In addition, the brokers said in their 
presentation before the National Bureau, 
it is essential to recognize the extra 
service brokers and agents are expected 
to render in handling this class of busi- 





ness for their customers. The brokers’ 
case was presented at the meeting by 
C. Joseph Danahy, counsel for the asso- 
ciation. Mr. Danahy defended the pres- 
ent level of commissions paid on As- 
signed Risk Plan business, inferring, in 
fact, that for all the extra work involved 
their adequacy might even be questioned. 

“It 4s our firm conviction,” said Mr. 
Danahy, “that in a business which is 
based primarily on statistics and mathe- 
matics, a sufficient experience should 
have been compiled since 1941 so that 
the various substandard risks could be 
properly surcharged. This is generally 
in the public interest and coincides fully 
with the philosophy behind the Assigned 
Risk Plan, and if properly followed, such 
an approach would place the additional 
burden where it belongs on the sub- 
standard risks without doing any injus- 
tice to either the companies or the 
producers.” 





Providence Election 


The Casualty Underwriters Association 
of Providence, at its January monthly 
meeting elected the following officers 
for 1958: 

President — Robert S. Cronin, Aetna 
Casualty & Surety; vice president—John 
B. Coppinger, Boston Insurance Co.; 
secretary—Edward S. Hawes, Providence 
Washington Insurance Company, and 
treasurer—Alvin C. Adams, Employers’ 
Group. 


Schwartz President 
Of American Title 


LAMBLE IS VICE CHAIRMAN 


Company Discontinues Fire and Casualty 
Writing; Lamble President Re- 
liable, Equity General 


Jay R. Schwartz, former executive vice 
president, has been elected president of 
American Title and Insurance Co. of 
Miami, Fla. At the same time, the boar( 
elevated John W. Lamble, former pregi- 
dent, to vice chairman of the board. Mr 









Matar 
JOHN W. LAMBLE 


Lamble also will continue to be president 
of Reliable Insurance Co. and Equity 
General, both subsidiaries of the firm. 

Joseph Weintraub, board chairman, 
said the moves represented the second 
step in the parent company’s decision t 
change from a multiple to a single line 
insurance company. 

On December 31 American Title re- 
insured its fire and casualty portfoli 
with Reliable, retaining only its title in- 
surance portfolio. 


American Title Plans 


“This plan has been under considera 
tion for a few years,” Mr. Weintraub 
said, “and it was in anticipation of this 
step that American Title purchased 100% 
of Reliable’s outstanding stock more 
than two years ago. The action was 
deemed advisable because certain states 
will not permit the licensing of a com: 
pany for title insurance as well as fire 
and casualty insurance.” 

Mr. Weintraub said that completion 
of the decentralization permits Americal 
Title to expand its activities consider- 
ably. 

The new president of American Title, 
Mr. Schwartz, is one of the founders 
of the company. He will continue as 4 
senior executive of both Reliable and 
Equity General. A native Floridian, he 
is a graduate of the University of Flor- 
ida law school, 


Lamble Career 


Mr. Lamble began his insurance caree! 
with the U. S. branch of the Liverpod 
& London & Globe. In 1929 he assisted 
in the organization of the Fidelity and 
Guaranty Fire in Baltimore and _ late! 
was president of North Star Reinsuranct 
Co. He became president and_ directo! 
of the American-Equity — Insurance 
Group, of which American Title is the 
key company, in 1956, He was presiden! 
of the Insurance Accountants Associa 
tion in 1948-49, 

American Title is qualified to do busi- 
ness in 35 states, the District of Colum- 
bia, Puerto Rico and the Virgin Islz ands. 
Other members of the American Equity 
Insurance Group, in addition to_Amer 
ican Title, Reliable and Equity General, 
include the U. S. branches of the Swiss 
National and Baloise Fire. 
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Outlook For 1958 In U. S., Canada 
As Seen By Fireman’s Fund Leaders 


Home office and regional executives of 
The Fund Insurance Companies of San 
Francisco, of which group the Fireman’s 
Fund is the parent company, have issued 
views on the insurance outlook for 1958. 
They all recognize current difficulties of 
the business but are qualifiedly optimis- 
tic on the future. Especially for those 
agents who recognize problems of today 
and so qualify themselves and shape 
their methods of operations to meet pres- 
ent conditions, 

Those who express their views in the 
current issue of “The Record,” publica- 
tion of The Fund Companies, include 
Vice Presidents James R. McKay, Bos- 
ton; Arthur T. Fleischhauer, New York; 
Thomas FE. Sims, Atlanta; Woodward 
Melone, San Francisco; Resident Vice 
Presidents Edward D. Lawson, Chicago; 
R. W. Harvey, Jr.; Richard T. Saun- 
ders; Leonard T. Backus, and Manager 
M. H. Crone. Mr. MacKay has since 
been transferred from New England to 
the home office in San Francisco. Fol- 
lowing are the opinions of these well 
known Fireman’s Fund executives: 


New England 


New England department (Mr. Mac- 
Kay)—As in other parts of the country, 
the continuous rampant or creeping in- 
flation has resulted in rate inadequacy 
and serious financial loss. It is of prime 
importance, therefore, to see that proper 
rate levels are maintained, and we are 
confident that such a program will soon 
be arranged by the companies and the 
state supervising authorities. 

The combined efforts of producers and 
companies can then be turned toward the 
modernization of our system of distribu- 
tion, as well as providing better cover- 
ages and services, which should result 
both in benefit to the insuring public 
and an adequate, competitive answer to 
the direct writer and the captive agent. 

Following the serious problems caused 
by the migration of a large part of the 
textile industry to the southern states, 
there has been a regeneration coinciding 
with the expansion and decentralization 
of industry and the realization that 
labor skills of New England are of the 
highest. This presents a favorable long 
range economic outlook in which both 
producers and companies should share. 


Eastern Department 

Eastern department outlook (Mr. 
Fleischhauer) — Probably the biggest 
problem facing the companies in 1958 
centers on the need to have recognized 
in all lines of our business the effect of 
inflation on our rating approach. It is 
mandatory that our prices anticipate to 
a much greater extent the future eco- 
nomic atmosphere rather than merely to 
reflect the past. 

One of the problems of the producers, 
iunmediately and even more important 
from a long range point of view, is the 
need to develop a merchandising tech- 
nique that makes as theif clients the 
large untapped market of young people 
who are just establishing households. 
Coupled with this is the need to make all 
their clients aware of the fact that a fire 
three-year expiration must be renewed 
for about a 15% increase merely to stay 
even with today’s inflationary force at 
work. If the policy is being renewed for 
five years, the increase should more 
nearly approximate 35%. 

The solutions to these problems are 
attainable, but will require a more en- 
thusiastic acceptance on the part of both 
companies and producers alike of the 
concept of “together-ness.” Even with 
that kind of atmosphere, all that is fur- 
ther required is a rededication of our- 
selves to old-fashioned honest toil in 
order to preserve the heritage that has 
been handed down to us. 


Southern Department 


Southern department (Mr. Sims)—In 
the South we look to 1958 as a year of 


great opportunities, particularly insofar 
as our producers are concerned. With 
excellent climatic conditions and unlim- 
ited water supplies, the migration of in- 
dustry and population should not only 
continue but be accelerated. This brings 
with it greater opportunities for the 
sale of larger volumes of coverages in all 
lines—thus greater growth on the part of 
aggressive agencies. In addition, it is 
anticipated that building costs will con- 
tinue to rise, again presenting the oppor- 
tunity for rearrangement of coverages to 
meet present-day needs. 

The adverse loss trends in the industry 
for the last two years will bring higher 
rates in most lines. With increased rates, 
it is reasonable to anticipate greater 
competition, particularly on the part of 
direct writers. Therefore, our producers 
are urged to be alert for opportunities to 
better serve their clients, especially in 
the Personal Lines field. 

We have every reason to believe the 
year that lies ahead will be a banner one 
for both agencies and companies. 


Western Department 


Western department (Mr. Lawson)—If 
you have ever been skiing or bob-sled- 
ding, you know how little effort it takes 
for the ride down and how long is the 
climb back up. Over the past decade, we 
have had the exhilaration of the ride 
down of easily acquired business. We 
are now at the end of the slide and the 
trip back up involving business general- 
ly, effecting economies wherever pos- 
sible, is going to raise the ogre of the 
direct writer of the cut-rater. The hard- 
working producer, who knows his busi- 
ness and represents sound insurance, 
will always occupy an important place in 
the economy of his locale, be worthy of 
his hire and will work himself to the 
top! 

Here in the midwestern states the 
potential for him in ’58 will be even 
greater than in previous years for, with 
the increasingly competitive conditions, 
the mediocre are bound to fall by the 
wayside. 


Southwestern department (Mr. 
vey, Jr.)—Solutions to the problems in 
our industry today are not simple. They 
are deep-rooted. Rating formulas must 
be altered to compensate for inflationary 
trends. Loss costs and expenses continue 
to rise. Simply stated—we are giving 
“too much for too little.” 

1958 will not see all of these deep- 
seated problems solved but we can look 
for improvement provided the American 
Agency Companies and agents work to- 
gether for our common good. We must 
in all respects be genuine partners. We 
must understand and be realistic as to 
what our problems are and their serious- 
ness, then be unselfish in their solution. 

Keep ever in mind—‘“success is born 
of adversity.” Lessons learned will cre- 
ate opportunities in abundance for ag- 
gressive, thinking agents and company 
representatives but we must merchandise 
our product on a sound and competitive 
basis. Our services and facilities must 
be superior and our strength unques- 
tioned. Our industry is essential to the 
American economy—are we deserving? 
1958 may tell! 


Pacific Northwest Department 


Pacific Northwest department, includ- 
ing western Canada (Mr. Saunders)— 
Power produced from Pacific Northwest 
dams alone in 1957 was over eight times 
the power produced from all power 
sources in the area in 1940, 

The new natural gas pipe lines are 
delivering power and heat to our indus- 
tries and homes at a rate so great that 
the power of two Coulee dams couldn’t 
do the same job. 

New people in the area have increased 
the population one and a half times 
since 1940. For many Pacific Northwest 
industries the potential local market is 
expected to be 7 million people by 1975. 

Spending in the millions has already 
started on Seattle’s 1961 World’s Fair, 
which will bring in a horde of people 
for 18 months and leave Seattle with 
a 90-acre downtown recreational area. 

To insurance producers who keep pace 
for 1958, this all means a responsibility, 
a challenge and a lot of new business. 


Pacific Department 


Pacific department (Mr. Melone)—Op- 
portunities in our business are closely 
tied to population—present and potential. 
The major growth of our country’s popu- 
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Har- lation will be in the West. 


Census Bu- 
reau statistics show a projected 74.76 
per cent population increase in the 11 
western states by 1975, which represents 
17,902,000 more people in the West. Cali- 
fornia, The Fund’s home state, will bene- 
fit by more than two-thirds of this 
great western growth. 

No major property and casualty in- 
surance group in the country is better 
situated to take advantage of this bur- 
geoning market than is The Fund. Indus- 
try, business, agriculture and even the 
retired population all present new and 
increasing opportunities for growth. Our 
experiences over the past years have 
helped to mold an able and aggressive 
organization, fully qualified to provide 
maximum agency aid in taking advan- 
tage of the opportunities for profitable 
growth which 1958 and the following 
years will bring us. The scene of the 
future as viewed from our beautiful and 
efficient new home office in San Fran- 
cisco is definitely an inspiring one! 


Southern California Department 


Southern California department (Mr. 
Backus, resident vice-president)—Poten- 
tials for company and agents in the in- 
surance business in Southern California, 
as I see it, are great, indeed. 

One qualification must be injected, 
however. If the general insurance busi- 
ness is to prosper, it must be geared, 
rate-wise, to our present economy and 
must stay abreast of the economy. Since 
adjustments in that direction are being 
made, it does not take rose-colored 
glasses to predict a brightening picture 
for 1958 and the years ahead. 


Eastern Canada 


Eastern Canada (Mr. Crone, manager) 
—Here in eastern Canada we have time 
only for optimism as regards the future. 
Our horizons, literally, are unlimited. 
Why? Through the pioneering impulses 
of the Canadian people, this vast coun- 
try now is being energetically developed. 
And there is so much to develop—the 
great natural resources which still lie 
hidden, hydro-electric power, oil and 
minerals, industries of virtually all 
types, vacationlands, lands of full living, 
you name it! Equally important, the St. 
Lawrence Seaway will make Canada con- 
tiguous to all the latitudes and longi- 
tudes of the trading world. As develop- 
ment continues, business will keep pace 
—and the insurance business, beyond 
question, will be among those in the 
forefront. 





Illinois Rules on Establishing 


Prem. Trust Fund Accounts 

The IlMinois Department of Insurance 
has issued standards of compliance for 
guidance of agents and brokers in sepa- 
rating premium monies from their own 
and establishing premium trust fund 
accounts, similar to the intent of the 
commingling law in New York State, 
designed to safeguard insurance funds. 
Insurance Director Joseph S. Gerber 
cites the “trust” status of insurance 
funds in the hands of producers and is- 
sues the following guide for compliance 
with provisions of the Bulletin of the 
Department: 

“1, All brokers and agents will be 
given a reasonable length of time within 
which to comply with the requirement of 
the Bulletin as to the establishment of 
a premium fund trust account but in 
no case is compliance to be deferred 
beyond the end of the current license 
year, namely February 28, 1958. Sooner 
compliance in individual cases, after 
notice, may be insisted upon. 


Purpose of Premium Fund Account 


“2. Unremitted insurance premiums 
and other fiduciary insurance funds are 
to be kept in the premium fund account 
separate from any operating, office, busi- 
ness or other accounts of agents and 
brokers. The account is not to be used 
for other fiduciary purposes not related 
to the insurance purposes of the account. 
Earnest monies, escrow funds and other 
trust monies are not to be kept in the 
account. 

“3. Separate accounts are not required 

(Continued on Page 25) 
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‘Travelers Names Claim Managers, 


Assistants, Supervising Adjusters 


Nineteen appointments in the claim 
department at field locations have been 
announced by The Travelers Insurance 
Co. Eugene C. Bonniwell, Jr., has been 
appointed claim manager at Philadelphia. 
He will succeed Chris G. Falkenstein. 

Eight assistant claim managers have 
been named. They are Clifford W. Stopp 
at Los Angeles; Harold D. Thomas, 
South Bend, Ind.; Richard R. Doyle, 
Philadelphia; John F. “Kenney, Philadel- 
phia; Wilmer G. Traxel, Milwaukee; 
Ross C. Miller, Indianapolis; Richard C. 
Weber, Toledo, and Edwin B. Warhurst, 
San Francisco. 

Promoted to district adjusters are John 
P. McGowan at Geneva; Stephen D. 
Johnson, Jr., Mobile, Ala., and William 
C. Knighton, Amarillo, Texas. Carl M. 
Dickson has been appointed resident ad- 
juster at El Paso, Texas. 

Supervising Adjusters 


Named supervising adjusters are: John 
F. Berg, at Worcester, Mass.; Rodney L. 
Toy, Yonkers, N. Y.; Glen R. Muse, 
Lubbock, Tex.; Carl E. Culp, South 
Bend, Ind.; John J. Biglin, and George 
M. O’Brien, San Francisco; Edward F. 
Link, Philadelphia; William J. Berg- 
hoff, South Bend,; James R. Jones, Rich- 
mond; Benedict A. Casey, Jr., Philadel- 
phia; Joseph J. J. York, Jr., Reading; 
James E. Ehrmann, Milwaukee; Warren 
G. Fouraker, Jacksonville; William T. 
Elsey, Washington, and Raymond A. 
Pigeon, Winnipeg. 

Mr. Bonniwell joined The Travelers in 
1929 as an adjuster at Philadelphia. He 
was promoted to assistant claim manager 
there in 1951. Mr. Bonniwell is a grad- 
uate of the University of Pennsylvania 
and Temple University with B.S. and 
LL.B. degrees. He is licensed to prac- 
tice law in the State of Pennsylvania. 

Mr. Falkenstein became associated 
with The Travelers in 1915 as an adjuster 
at Pittsburgh. He has served as an 
adjuster at Reading, and Wilkes-Barre. 
In 1934 he was promoted to claim man- 
ager at Buffalo and has been serving 
as claim manager at Philadelphia since 
1941. 

Stopp and Thomas 


Mr. Stopp has been with The Trav- 
elers since 1923 when he joined the com- 
pany as an adjuster at Detroit. Later 
that year he served as an adjuster at 
Los Angeles and in 1951 was appointed 
a supervising adjuster there. Mr. Stopp 
is a graduate of the University of Mich- 
igan. 

Mr. Thomas joined The Travelers in 
1924 as an adjuster at Toledo. In 1930 
he was promoted to supervising adjuster 
and in 1938 he was transferred to South 
Bend in the same capacity. Mr. Thomas 
is a graduate of Ohio State University. 

Mr. Doyle became associated with 
The Travelers in 1928 as an adjuster at 
Philadelphia. In 1949 he was promoted 
to supervising adjuster there. He at- 
tended LaSalle College. 

Mr. Kenney started his insurance ca- 
reer with The Travelers in 1936 as an 
adjuster at Philadelphia. In 1947 he was 
promoted to supervising adjuster. He is 
a graduate of Notre Dame and the Uni- 
versity of Pennsylvania with A.B. and 
LL.B. degrees. 


Traxel and Miller 


Mr. Traxel joined The Travelers in 
1936 as an adjuster at Milwaukee and 
was promoted to supervising adjuster 
there in 1943. He is a graduate of Mar- 
quette University with J.D. and A.B. de- 
grees. 

Mr. Miller has been with The Travel- 
ers since 1940 when he joined the com- 
pany as an adjuster at Toledo. In 1948 
he was promoted to a supervising ad- 
juster at Indianapolis. He is a graduate 
of the University of Toledo and Ohio 
State University where he received his 
LL.B. degree. 

Mr. Weber joined The Travelers in 


1946 as an adjuster at Toledo and in 
1953 was appointed supervising adjuster. 
Mr. Weber received his B.S. degree 
from Svracuse University. 

Mr. Warhurst became associated with 
The Travelers in 1936 as an adjuster at 
San Francisco. In 1940 he was promoted 
to supervising adjuster. He is a gradu- 
ate of the University of California and 
Boalt Hall and Hastings with A.B. and 
LL.B. degrees. 


Claim Manager and Adjusters 


An assistant claim manager, and six 
supervising adjusters also have been ap- 
pointed at branch offices of The Travel- 
ers. They are Edward L. Cleary at 
Bridgeport, Conn.; Raymond J. Mayer, 
Albany, N. Y.; William F. Fitzgerald, 
Daniel A. Healy, Jr., and John S. Sal- 
mon, Boston; Paul V. Timmons, Cam- 
den, N. J.; and Robert L. Mohrfeld, 
Camden. Mr. Timmons is head of the 
claim division which handles the RCA 
account. 

Mr. Clearly joined The Travelers in 
1926 as an adjuster at Bridgeport. In 
1937 he was appointed supervising ad- 
juster there. Mr. Clearly received his 
B.B.A. degree from Boston University. 

Mr. Mayer became associated with 
The Travelers in 1947 as an adjuster at 
Albany. In 1954 he was appointed a line 
adjuster there. Mr. Mayer received his 
B.S. degree from Holy Cross College. 

Mr. Fitzgerald has been with The 
Travelers since 1946 when he joined the 
company as an adjuster at Boston. In 
1951 he was appointed a line adjuster 
there. He received his LL.B. degree 
from Suffolk University. 

Healy and Salmon 

Mr. Healy joined The Travelers in 
1948 as an adjuster at Lynn, Mass., and 
was transferred to Boston in the same 
capacity. In 1955 he was appointed line 
ajuster there. He received his A.B. and 
LL.B. degrees from Boston College. 

Mr. Salmon became associated with 
The Travelers in 1947 as an adjuster at 
Boston and in 1955 became a line ad- 
juster there. He received his LL.B. de- 





FIREMAN’S FUND CHANGES 





In Western Department, in California 

And in Southern Departments Staff, 

Field Changes are Made 

Several staff and field changes 
throughout the country are announced 
by Fireman’s Fund Insurance Company 
and affiliates. In the Western depart- 
ment, Chicago, William C. Casey has 
been appointed manager of the St. Louis 
branch office of The Fund, succeeding 
Earl A. Spink, who has retired after 
40 years service. 

In the Southern California department, 
Los Angeles, James Jones will represent 
The Fund’s marine department as special 
agent in San Fernando Valley and the 
Pasadena areas, while Donald Cass, Jr., 
will represent the marine department as 
special agent in the downtown Los 
Angeles and Riverside territories. Robert 
C. Kotz and Donald B. Connoley have 
been appointed special agents for the 
fire department in the Los Angeles area. 

George Doubledee, formerly auto-cas- 
ualty special agent in the Riverside terri- 
tory, has been promoted to agency 
superintendent for automobile and casu- 
alty lines, with headquarters in the Los 
Angeles office. He is oe as spe- 
cial agent by James F, O’Neill. In the 
Long Beach ey | William M. Mc- 
Corkle replaces John Osborne, resigned. 

In the southern department, Atlanta, 
Wayne H. Honeycutt has taken over 
as claims representative for western 


North Carolina, with headquarters in 
Charlotte. Because it was found that a 


consolidation of offices in South Carolina 
would result in greater efficiency, the 
Greenville office was closed. Carl Hayes, 
who served there, has been transferred 
to the Columbia, S. C. office where fu- 
ture claims will be handled. 





gree from Northeastern University. 

Mr. Timmons has been with The 
Travelers since 1951 when he joined the 
company at Camden. In 1953 he was 
promoted to line adjuster there. He re- 
ceived his LL.B. degree from Rutgers 
University Law School. 

Mr. Mohrfeld started his insurance 
career with The Travelers in 1930 as an 
adjuster at Camden. The following year 
he was transferred to Bridgeton, N. J. as 
a resident adjuster and also served at 
Woodbury in the same capacity. In 
1951 he was promoted to line adjuster 
there. 


Fire Prevention in 
Building Plan Stage 


The N. Y. Chapter of the Society of 
Fire Protection Engineers will feature 
architect John C. Thornton’s talk on 


“Architectural Design and the Fire 
Problem” at its January 21 meeting in 
the Hotel Manhattan. Mr. Thornton, a 
member of many architectural and tech- 
nical organizations, is chairman of several 
committees dealing with life and home 
safety. He will discuss the American 
Institute of Architect’s program of infor- 
mation to its members on fire hazards in 
building and the preventive measures to 
be taken in the early design stage. 

Organizations such as the National 
Fire Protection Association and _ the 
National Board of Fire Underwriters 
have cited the need for better fire pre- 
vention design. A recent Engineering 
News-Record editorial stated that fire 
prevention design ranks equal in impor- 
tance with structural design (for 
strength) and that a safety factor, rather 
than just minimum requirements, is no 
less desirable in fire protection, than in 
structural design. 





Ohio Farmers Changes 
In the Indiana Field 


Ohio Farmers announces the establish- 
ment of two new field offices in Indiana 
in addition to its Indianapolis field office. 
Jesse E, Miller who remains in the Indi- 
anapolis office, becomes state manager. 
William S. Johnson thas been named 
state agent in this office. Robert E. 
Adams will travel the entire state spe- 
cializing in engineering and Donald 
Menestrino will travel the entire state 
specializing in farm coverages. 


Carl Scheetz has been named state 
agent of the new South Bend _ field 
office with Richard Hooley as_ special 
agent. Both men have previously been 


in Indianapolis. 

Tom Harris becomes state agent in 
charge of the new Fort Wayne field 
office. Mr, Harris has had previous ex- 
perience in the Ohio Farmers home 
office and in Michigan. Charles K. Det- 
wiler will be special agent in this office. 
His previous experience has been in the 
Akron office and in the home office 
underwriting department. 
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Survey Reveals 86% Of Renewals 
On Dwellings Not Raised In Amount 


The Agricultural and Empire State 
Insurance Companies have issued data 
on a five state insurance to value analy- 
sis of dwelling renewal reports, showing 
that too large a percentage of renewals 
are made with no increase in the amount 
of protection, 

The first state—all being unidentified— 
shows 10% or renewals with an average 
increase of 75% of insurance. “We can 
assume,” says the Agricultural, “these 
customers are receiving service in ac- 


cordance with the American Agency 
System.” However, 90% of renewals 
came in with no increase in amount. 


“Wonder what hap- 
pened to the insurance program for 
these people? Do they have adequate 
protection or are they victims of ‘auto- 
matic renewal’ ?” 

In the second state only 9% of re- 
newals show an average increase of 
37%. There are 91% with no increase 
in amount, “Is their insurance being 
neglected?” asks the companies. 

For the third state 22% of renewals 
show an average increase of 29%. Al- 
though the average hike in amount is 
not as great as in the first state, more 
property owners are more adequately 
protected. For the remaining 78% the 
Agricultural says: “They apparently 
may be classed as forgotten people. Well, 
maybe not all of them. Some folks may 
be hard to convince; they think dis- 
aster happens to the other fellow. Re- 
member it is good business to make sure 
your customers have adequate protec- 
tion.” 

State No. 4 shows 13% of renewals 
with an average increase of 23%. “We 
can assume these customers are receiv- 
ing service in accordance with the prin- 
ciples of the local independent insurance 
agent,” says the company. Thus 87% 
showed no increase in coverage at all. 

For State No. 5 there was 17% of 
renewals seaitasai an average hike in 


NYFIRO iis Niclas ‘e 


Rate Deviation in N. Y. 


The New York Fire Insurance Rating 
Organization has filed a_ petition with 
the New York State Supreme Court for 

review of the decision by Insurance 
Superintendent Leffert Holz sustaining 
a deviation in fire and extended coverage 
rates on dwellings of about 10% for the 
Insurance Company of North America. 
This action holds open the right to ask 
for a court review. 


Says the company: 





New Continental National 
Building in Los Angeles 


The new Continental National Group 
Building in Los Angeles was formally 
dedicated on January 15 with Roy Tuch- 
breiter, chairman of the board of the 
Continental Assurance, presiding at the 
ceremonies. 

The $3,500,000 building will house the 
Pacific Coast head office of Continental 
Assurance and the Southern California 
branch offices of Continental Casualty, 
National Fire, Transportation and Trans- 
continental. Assisting Mr. Tuchbreiter 
with the dedication ceremonies were 
Howard C. Reeder, president of Con- 
tinental Assurance, and John T. Grant, 
resident vice president. 

The six-story building, with penthouse, 
full basement and adjoining multi-level 
garage occupies approximately one acre 
of ground at 2975 Wilshire Boulevard. 
One unique construction feature is the 
column-free floor space. Each floor has 
only four columns, providing the maxi- 
mum usable office space. 

Other features include filtered multi- 
zone air conditioning, Otis “Autotronic” 
elevators, penhouse coffee shop and con- 
ference rooms, fireproof fiber glass 
drapes on all windows, acoustical ceil- 
ings, recessed fluorescent light fixtures 
and extensive use of marble and granite. 


coverage of 32%. Concerning the 83% 
who returned with no change the com- 
pany inquires—“How many are deluding 
themselves into thinking loss, damage 
or destruction happens only to the other 
fellow’s property? Remember, if your 
customers are not fully insured, they 
haven’t enough.” 


Mutual Agents’ Assn. 
In Membership Drive 


Services of an outstanding incentive 
prize organization have again been ob- 
tained by the National Association of 
Mutual Insurance Agents in connection 
with the second year of its 10,000-goal 
membership campaign. The E. Mac- 
Donald Co, (formerly Belnap & Thomp- 
son) will continue to work with the mu- 
tual group in the monthly promotion of 
membership solicitation through com- 
pany fieldman. The awarding of practi- 
cal, useful prizes for each member ob- 


tained will be the key to the program. 

Campaign manager, and a director of 
the National Association, Maurice Cable 
of New Orleans, has announced that 
over 800 field representatives of mutual 
companies are listed as member-getting 
participants in the contest. 

The campaign last year netted the Na- 
tional Association 1,800 new members, 
raising its level to an all-time high of 
approximately 7,500. President Claude 
P. Coates of Ft. Worth, Texas, has set 
a goal of 10,000 and the plans of his 
committee are aimed at reaching the 
goal by the time of the annual meeting 
in New York, October 20-22. 
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New Hampshire And New England 


Honor Slawsby 


Archie M. Slawsby, president of the 
Archie Slawsby Agency at Nashua, N. 
H., was honored January 15 at a testi- 
monial dinner sponsored by the Nashua 
Fire and Casualty Association. The oc- 
casion was observance of Mr. Slawsby’s 
recent election to vice presidency of the 
National Association of Insurance 


ARCHIE M. SLAWSBY 


Agents, one of the ten largest business 
associations in the United States. 

Scheduled to accede to the presi- 
dency in October of this year, Mr. Slaws- 
by is the first representative of the 
Granite State to hold this high office 
with the National Association. Present 
at the function were some 300 represen- 
tatives of New Hampshire and New 
England business and industry. All six 
New England state associations of i 
surance agents were represented by their 
presidents, as follows: 

Eben Learned, Connecticut; Frank J. 
Lowrey, Rhode Island; Daniel M. Walsh, 
Jr., Massachusetts; Frederick Griffin, 
New Hampshire; Herbert W. Chalmers, 
Maine; and Earl F. Liddell, Vermont. 


Ex-Governor Gregg Toastmaster 


Ex-Governor of New Hampshire, Hugh 
Gregg, officiated as toastmaster. Pres- 
entation of a silver tray and full dinner 
service was made on behalf of the 
Nashua Association by Paul W. Hender- 
son, president. 

Ex-Governor Gregg paid tribute to 
Mr. Slawsby’s achievements in the in- 
surance business and, particularly, to his 
important contributions of time, effort 
and material aid to service organizations 
devoted to state and civic betterment. 
Governor Gregg said: 

“Here in New Hampshire, whenever 
a program or a campaign for any worth- 
while cause threatens to lag or bog down, 
we know exactly whom to call upon 
We sometimes won- 
Archie Slawsby finds the 


for dynamic action. 
der where 





At Nashua Dinner 


time and energy he devotes so gener- 
ously to helping others, but we do know 
that we can count on him, unfailingly, 
when the need arises for positive help 
and action.” 

In acknowledging the presentation, 
Mr. Slawsby said: “While I feel highly 
honored—and a little stunned—by the 
action of the national association in 
electing me vice president, I also feel 
that New Hampshire insurance agents 
generally and the ideals of service and 
integrity which they represent are the 
true recipients of this honor. As a long- 
time member of both our Nashua asso- 
ciation and the state association, I am 
but one of many New Hampshire in- 
surance agents who might well have 
been—and more deservingly than I— 
singled out for recognition.” 


Slawsby’s Wide Range of Activities 


Mr. Slawsby is a director of the Anti- 
Defamation League, New Hampshire 
Children’s Aid Society,Nashua Chamber 
of Commerce, Indian Head National 
Bank of Nashua, and the Smaller Busi- 
ness Association of New England. He is 
a trustee of New MHampshire’s own 
“Boy’s Town,” Golden Rule Farm, Til- 
ton. 

In 1949 he served as chairman of the 
Advisory Board of the New England As- 
sociation of Insurance Agents, and that 
same year was president of the Nashua 
Chamber of Commerce. He also served 
as president of the Nashua Fire and 
Casualty Association, 1951-53; and the 
New Hampshire Association of Insur- 
ance Agents, 1953. He was chairman of 
the property committee of the National 
Association of Insurance Agents, 1953- 
54, and was a member of the executive 
committee of NAIA from 1954 to 1957. 

Mr. Slawshy is a member of the Amer- 
ican Management Association, a_ life 
member of the Walter E. Fernald 
League, a past president and lieutenant- 
governor of Kiwanis, and a member of 
the Masons and Shriners. He is married 
to Ethel R. Slawsby. They have three 
children, Sheila J., Alan B., and Karen J. 





JAFFE COMMENDS BROKERS 


Agent Says Brokers’ Services, Often 
Underestimated, Rank in Value 
With Policies Themselves 

Services rendered by insurance brokers 

are generally underestimated by the 
public, and yet these services rank in 
importance with the insurance policies 
themselves Alfred I. Jaffe, vice president 
of Jaffe Agency, Inc., New York City, 
told the West Side Lions Club at their 
meeting in the Hotel Empire, New York 
City. “These services,” he continued, 
“can only be performed properly when 
there is continuing cooperation and com- 
munication between the insured and his 
broker.” 

Mr. Jaffe’s talk on the services of in- 
surance brokers began with a study of 
the general attitude toward insurance to- 
day. He pointed out that with social 
security, group life plans, medical care, 
retirement funds and the like, “we have 
become increasingly insurance conscious 
and thinking is directed to security as 
never before.” 

He described the training and exam- 
inations necessary to become a broker 
and pointed out that while the broker 
does business with many companies, he 
is the authorized legal representative of 
his client on insurance matters. “Tnsur- 
ance is not a commodity,” he continued, 
“but a contract for value to be received 
at some time in the unforeseeable future, 
under unforeseeable circumstances, With 
this in mind, the broker must design an 
insurance plan which fits the client’s 
needs within his budget range and con- 
tinue to meet those needs under chang- 
ing times and_ circumstances.” The 
broker must also make sure that value 
is returned in full measure in case of a 
loss, Mr. Jaffe explained. 

Mr. Jaffe concluded with the sugges- 
tion that a broker be judged by the 
services he performs. “His service can’t 
be exactly measured as a tangible,” he 
said, “but it’s recognizable and next to 
protection in importance. Don’t sell it 
short.” 





ILLINOIS INSTALLMENT RULES 


Gerber Calls Attention of Agents and 

Companies to New Rules to Protect 
Insurance Buyers 
Joseph S. Gerber of the 
Illinois department of Insurance calls 
attention of insurance companies and 
agents to the insurance provisions of the 
“Retail Installment Sales Act,” passed 
by the 1957 legislature, which became 
effective January 1. 

The act regulates the retail sale of 
goods and merchandise on the install- 
ment plan, and Mr. Gerber cautioned 
anyone selling insurance on sales where 
credit is extended, to comply with the 
insurance provisions of the law, A few 
of the more important requirements 
brought to the insurance industry’s at- 
tention are: 

The charge for insurance must not ex- 
ceed the rates approved by the Depart- 
ment. 

The buyer must receive the insurance 
policy within 30 days after signing the 
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purchase sales contract. 

The installment purchaser may obtain 
the insurance from an agent or broker of 
his choice. 

If a policy is canceled, any unearned 
insurance premium refund is credited to 
the finai maturing installment of the 
contract. 





Nelson, Lokay & Reilly 
Office at Garden City 


Officers and directors of Roy G. Nel- 
Mineola,.Long Island, N. Y., 
announce a change of the corporate 
name to Nelson, Lokay & Reilly, Inc., 
and also moving to new headquarters at 
350 Old Country Road, Garden City. 
Officers of the agency are Roy G. Nel- 
son, president; Peter A. Reilly, vice 
president, and Vincent J. Lokay, secre- 
tary-treasurer, 


son, Inc., 





Casey, Milligan Partners 
In Hartford Agency 


Edward J. Casey of Wethersfield, 
Conn., and Andrew W. Milligan of West 
Hartford have been made partners in 
the R. C. Knox & Co. agency in Hart- 
ford. It has represented the Aetna Life 
Affiliated Companies since 1893. Mr. 
Casey, who joined the agency in 1956, 
has been in insurance 14 years in Hart- 
ford. He is a graduate of the University 
of Connecticut. Mr. Milligan, in insur- 


ance for over a decade, also joined the 
agency in 1956. He is a graduate of Trin- 
ity College. 
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Illinois Premiums 
$1,753,965,528 in 1956 

DEPARTMENT ISSUES REPORT 

Increase of $104,366,796 Over 1955; 132,- 


389 Licenses Issued to Brokers, 
Agents, Solicitors 











Illinois insurance policyholders paid 
premiums to 1,132 licensed companies 
amounting to $1,753,965,528 during 1956, 
Director Joseph S. Gerber of the De- 
partment of Insurance reported to Gov- 
ernor William G. Stratton, This was an 
increase of $104,366,796 over 1955. 

Mr. Gerber prefaced his annual report 
by pointing out that in his Department 
certain transactions end December 31, 
1956, and others June 30, 1956. The 
figures for 1957 will not be received by 
the Department until March, 1958. In- 
surance companies deposited $56,972,156 
with the Department as of December 31, 
1956, for protection of stockholders. This 
was an increase of $1,103,217 over the 
previous year. 

Licenses and Fees 

The Department issued licenses to 132,- 
389 agents, brokers, non-resident brokers 
and_ solicitors during the calendar li- 
cense year from February 29, 1956, 
through February 28, 1957, as compared 
to 129815 for the previous year. Fees 
collected from these licenses and out-of- 
state and out-of-country insurance com- 
panies amounted to $25,076,479, an in- 
crease of $1,127,552 over collections for 
the fiscal year ending June, 1956. The 
fees collected for the present fiscal year 
ending June, 1956. The fees collected 
for the present fiscal year are as of 
June 30, 1957. 

There were 695 small loan licenses in 


1956, an in- 
crease of 34 over the previous year. 
Eighty-two bail bond licenses were is- 
sued in 1956. Their holders have on de- 
posit with the Department merchantable 
securities in the amount of $5,000 each 


force as of December 31, 


to indemnify the state against for- 
feitures. The Department also makes 
regular examinations of licensees’ books 
and records. 

The Department’s trained examiners 
checked 32 pension funds in 1956. Mr. 
Gerber said as of the end of Decem- 
ber, 1956, there were 270 pension, an- 
nuity and benefit funds operating in 
Illinois under 24 separate acts which are 
supported wholly or in part by direct 
taxation. 





Noyes, Jr., Comptroller 
Glens Falls Ins. Co. 


The Glens Falls Insurance Co., an- 
nounces the election of Harry G. Noyes, 
Jr., as comptroller, succeeding the late 
Robert R. Cowles. Mr. Noyes, who is a 
native of New York State, is a veteran 
of 30 years’ service with the firm, having 
been employed November 1, _ 1927. 
Throughout his career he has been as- 
sociated with the statistical department 
where he has held positions as assistant 
statistician and chief statistician. 





Premium Trust Fund 
(Continued from Page 21) 


for the funds of each principal but funds 
held in the account for different princi- 
pals should be reasonably ascertainable 
from the books and records of the agent 
or broker. 

“4, Funds other than net premiums, 
return premiums and return commissions 
may be deposited in the account to the 
extent deemed prudent by the agent or 
broker for the purpose of maintaining 
a minimum balance or to guarantee the 
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If you’re like a great many brokers, you 
sell a certain number of Life policies along 
with your regular business — but now 
there’s a way to get a lot mare business 
right out of your own files. 

Jaffe’s Life men can show you where the 
sales possibilities are. What’s more, they'll 
set up a sales program for you and even 
come along on actual calls if you wish. 

Talk to the boys now and find out how 
our up-and-coming Life Department can 
be utilized to your profit. 


Inland and Ocean Marine, Automobile, 
Liability, Compensation, Disability, Fire, 


Machinery, Excess Lines, LIFE 
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adequacy of the account or for the pur- 
pose, where proper, of the payment of 
premiums to an agent or company in 
advance of their collection. Funds may 
also be added for the purpose of estab- 
lishing reserves for contingencies and 
for the payment of return premiums and 
return commissions. The deposit by an 
agent or broker of an entire premium 
collection will not be deemed an im- 
proper mingling of the net premium and 
the commission portion. 

“5. Withdrawals from the premium 
fund trust account for the account of the 
agent or broker may not be made except 


to the extent that the remaining balance 
is at all times at least equal to the total 
of net premiums collected and return 
premiums and return commissions cred- 
ited or received and not yet remitted to 
the person, agent, broker or company 
entitled thereto. 

“6. If net premiums are required to 
be and are in fact remitted to the agent 
or company immediately upon receipt 
or within 15 days, and if express consent 
of the principal affected is given to the 
agent or broker, such funds need not be 
cleared through the premium fund ac- 
count.” 
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Manager Munich’s New 
Facultative Department 





WILLIAM W. STENGER 


James Inzerillo, president of the Mun- 
ich Management Corporation, New York, 
U. S. managers for the Munich Rein- 
surance Co., announces appointment of 
William W. Stenger as manager of 
Munich’s newly organized facultative fire 
and inland marine department. 

Mr. Stenger will supervise all under- 
writing in this new department for the 
entire United States with headquarters 
in the Southern department at Atlanta, 
Ga. 7 

He is a graduate of the University of 
Georgia. He was formerly associated 
with the Cotton Insurance Association in 
Atlanta as an underwriter and a special 
agent for the Georgia Inspection and 


Rating Bureau. He more recently trav- 
eled as a fire and inland marine special 
agent for another company. 





Mattson Succeeds Junior 


For Reliance in New Jersey 

Gilbert B. Mattson, secretary, Reliance 
Insurance Co., is to succeed J. G. Junior, 
resident manager, in northern New Jer- 
sey. Mr. Mattson brings to his new 
position more than 35 years’ experience, 
25 years of which have been spent with 
Reliance. Previous to being called up 
for two six-year tours of active duty in 
the Marine Corps Reserve, Mr. Mattson 
was assistant secretary in charge of the 
Philadelphia metropolitan area of his 
company. On returning in 1946 as a full 
colonel, he became a division officer of 
Reliance. 

Edward F. Langan, who joined Re- 
liance in May, 1957, has been advanced 
to manager. The company’s northern 
New Jersey operations are located at the 
Bankers National Building, Montclair. 





Toledo Agencies Merge 

Merger of the 90-year-old Judd Rich- 
ardson Co., Toledo, Ohio, general insur- 
ance agency, with Medaris, DeLano & 
Spross, Inc., has been announced. Ac- 
counts of the Richardson firm will be 
serviced by personnel of the two agen- 
cies. 

Dorman Richardson, president of the 
firm bearing his name, will continue 
with the merged companies, devoting his 
time prinicipally to tours and real estate. 
Gertrude Bowman, secretary of the 
Richardson firm, will continue with the 
merged company. 

Officers of Medaris, DeLano & Spross 
are Charles A. Spross, president; Paul 
A. Bassett, vice president, and Caroline 
E. Gall, secretary-treasurer. 


School of Insurance 
Faculty Dinner Jan. 30 


The School of Insurance of the Insur- 
ance Society of New York will hold its 
annual faculty dinner Thursday evening, 
January 30, at the Drug & Chemical 
Club in New York City, states Dean 
Arthur C. Goerlich. William H. Rodda, 
secretary of the Transportation Insur- 
ance Rating Bureau in Chicago, will be 
the speaker. 





Adams Heads Brokers’ 


Marine Ins. Committee 


John Adams, partner in Adams & 
Porter, has been named chairman of the 
marine insurance committee of the In- 
surance Brokers’ Association of the State 
of New York, it is announced by Ed- 
mund T. Sinnott, president. Mr. Adams 
succeeds the late Clement L. Despard, 
who served as chairman for many years. 

Alexander Olsen of Johnson & Higgins 
has been elected deputy chairman, and 
other members of the committee are 
Frank A. Lee of Marsh & McLennan, 


Gardner A. Nason of Francis C. Carr & : 


Company, Egon H. Ottinger of Frank 
B. Hall & Co. Inc., and Francis K. 
Thayer, Jr., of Despard & Co. 


Pacific Coast Defections 
On Cutting Term Coverage 


Several stock companies are reported 
as being unwilling to discontinue writing 
five year term policies in California, 
where the Pacific Fire Rating Bureau 
has adopted a rule banning policies for 
more than three years, Those companies 
which plan to continue to write the 
longer term coverage, state they wish to 
protect good quality dwelling business 
and other risks from independent com- 
petitors which are seeking the lines 
with offers of long term coverage at 
going rates, 





Two Insurance Men 


Killed in Auto Mishaps 


Two insurance fieldmen were killed in 
separate automobile accidents in Towa. 
Jesse J. Strickland, 36, of Ames, an 
agent for the American Insurance Group, 
was killed when his car scraped the side 
of a bridge and plunged into the Iowa 
River near Eldora, Ia. 

Ernest A. Franquemont, 69, an agent 
of the American Republic, was_ killed 
when his car was involved in a head-on 
crash near Ogden, Ia. 








Watch for the man with... 


“THE BUFFALO PLAN” 


rat 


The 


“BUFFALO” 





DENOTES MORE 
THAN STRENGTH... 


The BUFFALO INSURANCE COMPANY has 
ample strength to handle your large risks. More than 
strength, the ‘BUFFALO’ has back of it the experience 


of 90 years service. 


The ‘BUFFALO’ has the COURAGE, VITALITY 
and the STAMINA to be one of the most progressive 
companies in the entire Fire and Casualty field. 


Find out more about “‘'THE BUFFALO PLAN” 


that can increase the profits of every 


responsible Agent. 
The coupon will bring 


complete information. 


BUFFALO INSURANCE COMPANY 
220 Delaware Avenue Buffalo 2, New York 











I’m interested in providing better coverages and improved services. 
Please send, without obligation a copy of “The High Road” which 
explains ‘THE BUFFALO PLAN”. 








THE OLDEST INSURANCE 
COMPANY IN THE WORLD 
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Eleven AMA Insurance 


Seminars in New York 

All aspects of corporate risk manage- 
ment—from foreign insurance problems 
of American companies to workmen’s 
compensation—will be explored in the 
spring seminar program of the American 
Management Assocition’s Insurance Di- 
vision. 

Eleven of these meetings will be held 
from February to June. Two topics will 
be covered for the first time: coordinat- 
ing the insurance program for maximum 
tax advantage, and making the safety 
department pay off. Other subjects on 
the schedule include basics of insurance 
buying, risk assumption and use of ex- 
cess covers, the insurance manager’s role 
in management, developing proper gen- 
eral insurance coverage, covering fire 
and business interruption risks, and 
“umbrella” and other new liability ap- 
proaches. 

More than 250 insurance men will take 
part in these seminars, all of which will 
take place in New York. Four meetings 
will be instructional in nature; the rest 
will be workshop meetings for intensive 
discussion and exchange of information 
and experience. 

AMA’s new spring catalog lists some 
400 seminars in ten fields of manage- 
ment, 19 national conferences, and 106 
units of its seven continuing courses, all 
to be held from February to June. 





Ann Arbor Agencies Merge 

Two of the oldest agencies in Ann 
Arbor, Mich., Dobson Insurance agency 
and McOmber General Insurance, have 
consolidated their businesses to form the 
Dobson-McOmber agency. They have 
moved into a newly completed building 
at 2361 E. Stadium Blvd. William T. 
Dobson and Frederick N. (Ted) Mc- 
Omber are the key figures in the merger. 
Mr. Dobson has been a lecturer in the 
University of Michigan’s insurance ex- 
tension service for eight years and Mr. 
McOmber taught insurance in the uni- 
versity business administration school for 
five years. Both are U. of M. alumni. 

Mr. Dobson is a former president of 
the Ann Arbor Association of Insurance 
Agents and is the present treasurer of 
the Michigan Association. Mr. McOmber 
is a member and former chairman of the 
city planning commission, The McOmber 
agency was founded in 1893 by the pres- 
ent owner’s father and the Dobson agen- 
cy established in 1924, first as a depart- 
ment of the Ann Arbor Trust Co., being 
retained as a separate business by Wil- 
liam T. Dobson’s father when the trust 
company was sold. 





CLIFFORD W. BROWN DIES 

Clifford W. Brown, 76, retired presi- 
dent and general manager of the Mer- 
chants Mutual, Buffalo, N. Y. died Janu- 
ary 6 in Ft. Lauderdale, Fla. He was 
one of three founders in 1918 of the 
Merchants Mutual. He served as pres- 
ident of the company from 1934 until 
he retired in 1955. He was a former 
president of the National Association of 
Mutual Casualty Companies and of the 
National Association of Automotive In- 
surance Co. 
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Actual Cash Value, Replacement Cost, 
Important For Assured To Understand 


Much property insurance can be written 
on basis of actual cash value or replace- 
ment cost. The insuring clause of the 
1943 New York Standard Fire Policy, now 
used in 43 states and two territories, states 
the insured is protected “to the extent of 
the actual cash value of the property at 
the time of loss, but not exceeding the 


amount it would cost to repair or replace 
the property with material of like kind 
and quality within a reasonable time after 
such loss.” 

R. David Merrill, special agent of the 
Hartford Fire in the Wisconsin field, has 
written a comprehensive article in the De- 
cember issue of “The Hartford Agent” on 
the difference between actual cash value 
and replacement costs and the need for 
agents to discuss both provisions with 
prospects. This serves as a really profes- 
sional approach by the agent who so often 
—as a class—is accused of being paid more 
than his services are worth. The “Hart- 
ford Agent” is a publication of the Hart- 
ford Group. In this article Mr. Merrill 
states : 

Actual Cash Value 

In general the long-established prin- 
ciple that actual cash value means re- 
placement cost of the property at time 
of loss, less depreciation, is still sound 
and applicable to the majority of cases. 
Such apparent departures from this rule 
as have been adopted by courts from 
time to time have generally been con- 
cerned either with exceptional cases or 
cases where the courts have interpreted 
this rule to apply to specific situations. 
In most instances it is still a sound rule 
to apply in suggesting amounts of insur- 
ance to be carried. 

Since actual cash value is a_ basis 
upon which values are established and 
recovery measured, it is an extremely 
important provision to the policyholder 
and one that he should be fully aware 
of. Just as important to the policyholder 
today, however, is the knowledge that 
replacement cost coverage is also avail- 
able. 

Basic Differences 


Fundamentally, the replacement cost 
insurance consists of an agreement to 
settle a loss on the basis of the actual 
cost of repairing or replacing the dam- 
aged property. It represents an addi- 
tional amount of insurance which will 
equal the difference between the actual 
cash value of the property and its new 
replacement cost. 

First, consider the replacement cost 
endorsement which has been developed 
primarily for commercial and_ public 
properties. With some territorial excep- 
tions, replacement cost coverage applies 
only to buildings. In a number of states, 
however, contents of risks rated as 
churches, educational institutions or pub- 
lic buildings may also be covered. 

oinsurance is mandatory when the re- 
placement cost endorsement is used. In 
most areas the requirement is 100% to 
replacement value; however, there may 
be some territorial deviations. Most 
forms give the insured permission to dis- 
regard the replacement cost endorsement 
and first make claim under the actual 
cash value provisions of the policy. 

When the property has been restored, 
he may then make a claim for the addi- 
tional amount expended over and above 
the amount claimed under the actual 
cash value provisions of the policy. In 
some jurisdictions the insured must noti- 
fy the company in writing within 120 
days after the loss of his intention to 
file this additional claim. It should be 
noted that the coinsurance clause still 
applies to the full replacement cost of 
the property even though the insured 
elects an actual cash value settlement. 


Amount of Recovery 


Recovery cannot exceed the smallest 
of the following amounts: 
1. The amount of the policy. 


2. The replacement cost of the build- 
ing (or part of the building) identical 
with the insured building, on the same 
premises and intended for the same 
occupancy and use. 

3. The actual and necessary expend- 
iture in repairing or replacing the in- 
sured building on the same premises and 
for the same occupancy and use. 

Although the insured may put up a 
different type of building or one intended 
for a different occupancy, his recovery 
would be limited to the amount that it 
would cost to restore the old building. 
If the cost of his new building were less 
than the old building, he then would be 
limited to the amount actually and neces- 
sarily expended. 


Loss Requirements 


To collect on a replacement cost basis, 
a building must be actually repaired or 
replaced. This is a requirement of most 
forms. The coverage reverts to an actual 
cash value basis if this rebuilding re- 
quirement is not met. However, the 
actual cash value adjustment would be 
subject to the coinsurance clause based 
upon full replacement cost. Most forms 
also require that the property must be 
rebuilt on the same site. In some terri- 
tories, this requirement may be waived 
by endorsement for risks rated as 
churches, educational institutions or pub- 
lic buildings. 

Since the advent of the Broad and 
Special Dwelling Forms, the replacement 
cost endorsement would rarely be used 
on a dwelling eligible to be covered 
under a Broad or Special Dwelling form 
since replacement cost features, with 
less restrictive provisions, are incorpor- 
ated in these forms, 


Intent of Replacement Cost 


It is the intent of the replacement cost 
provisions of the new dwelling forms and 
package policies to allow the insured to 
recover all or some of the depreciation 
to building structures, including the 
dwelling and any other private structure 
which may be properly classified as a 
building structure, under certain specific 
conditions. This coverage is not intended 
to apply to such items as fences, arbors 
or trellises or to equipment not normally 
considered as an integral part of the 
building and usually classed as personal 
property. It should also be noted that 
replacement cost coverages do not create 
additional amounts of insurance in any 
of the dwelling forms. 


Three Main Points 


All of the modern dwelling forms in- 
clude the following: 

1. A provision designed for small losses 
where the claim is less than $1,000 and 
less than 5% of the applicable insurance 
on the building structure. Under this 
provision depreciation is waived where 
the full cost of repair or replacement is 
both less than $1,000 and less than 5% 
of the whole amount of insurance appli- 
cable to such building for the peril caus- 
ing the loss. Under this provision it is 
not necessary to maintain 80% insurance 
to replacement value. 


2. A provision whereby the insured 
recovers the full cost of repair or re- 
placement if the amount of applicable 
insurance is 80% or more of the re- 
placement cost of the building structure. 
This percentage requirement is not a co- 
insurance clause and the insured can 
never be worse off for having it. 

3. Limited replacement cost coverage is 
also available whereby the insured may, 
under certain conditions, recover more 
than the actual cash value but less than 
the full cost of repair or replacement. 
In other words, if the full amount of 
insurance does not equal 80% of the re- 
placement cost of the building structure, 
the company pays either the actual cash 
value or the proportion of the replace- 
ment cost of the damaged property 
which the amount of insurance bears to 


80% of the replacement cost of the prop- 
erty insured. 


Limited Replacement Cost 
As an illustration of how limited 


replacement cost coverage works out, 
let’s assume the following: 


Dwelling replacement cost $20,000 
Dwelling actual cash value 16,000 
Insurance 12,000 
Loss (replacement cost) 2,000 
Loss (actual cash value) 1,000 


On an actual cash value basis the 
insured is entitled to $1,000. However, 
ii we take the proportion of the replace- 
ment cost of the damaged property 
which the amount of insurance ($12,000) 
bears to 80% of the replacement cost 
of the property ($16,000) we get a pro- 
portion of 12/16 or % times the replace- 
ment cost loss, or $2,000, which equals 
a recovery of $1,500. 

Thus it is possible for the insured to 
collect more than the actual cash value 
but less than the full replacement cost. 
Obviously, the insured has everything 
to gain and nothing to lose when he pur- 
chases a Broad or Special Dwelling form. 

Recovery under the replacement cost 
provisions of the new dwelling coverages 
is limited in the same manner as previ- 
ously discussed for the replacement cost 
endorsement attached to a Standard Fire 
policy, Also, the company is not liable 
under this coverage until actual repair or 
replacement is completed. (This restora- 
tion requirement does not apply to a loss 
which is both less than $1,000 and less 
than 5% of the amount of insurance 
applicable to the structure involved.) 


The Professional Way 


In analyzing a client’s insurance needs, 
consideration should always be given to 
replacement cost coverage. A discussion 
with the client as to his methods of set- 
ting up depreciation reserves may deter- 
mine that it would be best from a tax 
standpoint to write the insurance cover- 
ages on an actual cash value basis. Also, 
long-range planning as to future expan- 
sion should be taken into consideration, 
as this may involve rebuilding on a 
different site or replacement of buildings. 

On the other hand, if it is found that 
the client would definitely rebuild on the 
same site and depreciation reserves are 
not adequate or non-existent, serious 
consideration should be given to writing 
coverage on a replacement cost basis as 
the client might find his financial condi- 
tion seriously impaired if he were forced 
to absorb the cost of replacement over 
and above the actual cash value of his 
loss. 

Depreciation reserves are rarely set up 
on public buildings, schools or churches, 
and usually these buildings must be re- 
built promptly. The difference between 
the actual cash value and the replace- 
ment cost may represent a large loss 
potential. A recent fire in an elementary 
school building caused extensive damage 
and even though the insurance carried 
was equal to 100% of the appraised 
value, the actual cost of the repairs ex- 
ceeded the actual cash value of the loss 
by $100,000. This loss had to be borne 
by the community. 





Milwaukee Agencies Merge 

A consolidation of Milwaukee, Wisc., 
general insurance agencies involving 
Adam Finger & Son Co. and Norris, 
Fitzgerald & Russell Co., is announced. 
Frederick A. Finger, 26, great-grandson 
of the founder, has joined Norris, Fitz- 
gerald, effective January 1, as a fire and 
casualty insurance underwriter. 

The move also involves dissolution of 
the 92-vear-old Finger firm, Fritz Finger 
said. Founded in 1865, it was headed 
successively by Messers. Adam, William, 
Armin and Fritz. The latter has been 
president since his father died two years 
ago. 





QUEENS AGENTS MEET 

The Insurance Agents Association of 
Queens County, Long Island, met last 
evening, Jan. 16, at Antun’s in Queens 
Village. John Belanus, special agent of 
the Aetna, spoke on recent changes in 
fire forms. Seymour G. Schwartz is 
president of the association which has 
a membership of 223 agencies. 


Duffey President of 
Rochester Field Club 


Jack Nye Duffey of the Springfield 
Fire and Marine has been named 1958 
president of the Insurance Field Club, 
Rochester, N. Y. Other new officers are: 
Walter L. Reardon, vice president; John 
Rartemus, chairman of executive com- 
mittee; Ronald MacDonald, secretary, 
and John E. Buechler, treasurer. Execu- 
tive committeemen are Otis Coleman, 
William Wagener, C. Donn Ainslee, 
Chris Lang and William Gleason. 





All Insurance Companies are the same 
‘ But P.N. is different 









All Insurance Companies are the same 


*, But P.N. is progressive 
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And another agent has been won 
over by the aggressive leadership 
of the Pacific National Group. 





PACIFIC NATIONAL 
INSURANCE GROUP 


PACIFIC NATIONAL FIRE INSURANCE COMPANY 
MANUFACTURERS CASUALTY INSURANCE .COMPANY 


San Francisco, Calif. 
Philadelphia, Penn. ¢ Skokie, Ill. ¢ Atlanta, Ga.. 














January 17, 1958 








Clark, Buyers’ Advisor, On Rating, 
Commissions, Relations With Govt. 


competition is to be met. 

“One solution of this problem is to put 
the emphasis on the acquisition of good 
business as a responsibility of the agent, 
by paying a smaller commission and a 


Numerous ills face the insurance busi- 
ness today in the opinion of Ernest L. 
Clark, president, Corporate Advisors, 
Inc., and long active in insurance buy- 
ers organizations, which he feels will be 
cured in time with the “usual American 
ingenuity.” In a talk before the New 
York Mariners Club, Inc., January 15 he 
dealt with rating, underwriting, expenses 
and relations of insurers with Federal 
and state governments. He calls for 
more aggressive leadership to meet these 
problems, saying the companies do not 
cooperate sufficiently among themselves. 

Mr. Clark, who is often outspoken in 
his views, cited fear of government as 
an evil in insurance today. “Insurance 
companies should be permitted to charge 
an adequate premium for risks assumed.” 
he said. “The Insurance Commissioners 
do not have to fear these will be ex- 
cessive, as there is plenty of competition 
existent to control this feature. 


Discrimination Fear 

“Fear of being charged with discrim- 
ination between risks in another serious 
well informed to the extent they know 
problem. Insurance underwriters are 
weil informed to the extent they know 
a good risk from a bad risk. Yet, they 
are writing risks they know are bad 
or require more adequate premium, be- 
cause they fear to be accused of dis- 
crimination. Such an attitude should be 
unjustified. Risks that do not qualify for 
the premium at which the contract is 
written should be declined. 

“One of the main ills of the insurance 
business is cost of doing business,” Mr. 
Clark continued. “This is so high under 
present methods that it gives room for 
devastating competition by companiss 
who have found means of reducing their 
costs. Some competition has been able 
to do this by being able to use the costly 
statistics produced by the insurance com- 
pany to produce rates and similar facil- 
ities for which they pay nothing. 


Government Rules Costly 


“One reason for these high costs is 
the result of the demands of Insurance 
Commissioners who are constantly re- 
quiring more and more statistics, re- 
ports, figures, records, which they feel 
they need in order to make their pro- 
found judgments on the insurance com- 
pany operations. They are entirely un- 
mindful of the cost to the insurance com- 
pany and the cost through that source to 
the public, to whom they say they feel 
they must have allegiance. 

“This is one of the items the insur- 
ance companies should stand up on their 
hind legs about and fight back. Record 
keeping and reports are onerous and 
expensive. Yet, both the Federal gov- 
ernment and the State Insurance De- 
partment are constantly ordering busi- 
ness to increase this portion of their 
operations. Not only insurance business 
is affected, but all business. 

“Insurance Commissioners should de- 
vote their energies to finding ways to 
loosen rather than tighten the straight- 
jackets the insurance industry is in. 
Produce record keeping, liberalize their 
underwriting discretion. Then, they can 
honestly brag they have helped reduce 
the cost of insurance the American Way. 


Acquisition Costs 


“Acquisition cost is one of the main 
items in most of the large stock com- 
panies, which seem to be the most 
difficult to tamper with. Agents are na- 
turally reluctant to accept any lower 
acquisition costs and are constantly 
fighting any tendency to do this. It 
will take great courage on the part of 
any one carrier to try to attack this 
problem, and the first one who steps out 
of line will probably lose a great deal 
of business because the companies that 
do not do it will probably steal_a great 
deal of their premium income. However, 
it is something that must be done if 


large contingent,” Mr. Clark suggested. 
“This will make the agent interested in 
the kind of business he writes and also 
have a tendency to cut down the number 
of agents to more quality than quantity, 
because it is the large agent who can 
benefit by this. 

“Another burden on the insurance bus- 
iness of America is the amount of pre- 
mium that goes off their books to foreign 
countries for reinsurance. Certainly, with 
the capacity that should be available 
from the amount of assets of all Amer- 
ican companies and foreign companies 
doing business in the United States, 
there should be available a market to 
keep this premium within our own bor- 
ders. 


“Insurance must choose between going > 


ahead with the rule and rate book in- 
discriminate writing of all insurance 
offered or careful underwriting of select- 
ing the good business only, unless ade- 
quate provision is allowed for charging 
more for the poor risks of a class. 
Blanket rate increases is not the ah- 
swer, because this only forces the better 
risks to competition, leaving only the 
bad at inadequate rates.’ 





Sobelsohn Course 


The Sobelsohn School announces that 
its insurance course, qualifying for the 
New York State insurance brokers’ ex- 
amination, will again be given com- 
mencing Monday, January 27. This 
course will meet two nights a week and 
prepare its candidates for the June New 
York State Insurance Brokers’ Exam- 
ination. 

The tuition fee for the course is $69 
with address of the school 165 West 46th 
Street, New York City, 36. 





Phoenix Expansion 


The Phoenix of Hartford Companies 
announce opening of newly expanded 
facilities in Manchester, N. H., under 
supervision of the New England district 
manager, Stanley A. Gibson of the com- 
pany’s New England district office, 
Boston. State Agents Robert H. Schmid 
and Vincent A. Wenners, assisted by 
Staff Adjuster Arthur J. O'Neil, have 
made their headquarters in the new 
offices at 1662 Elm Street, Manchester. 


AUTO CLAIMS ASSN. MEETS 





Carlson of Buick Motor Corp. Discusses 
Repairs to Power Steering, Power 
Brakes and Dynaflow 
Albert Carlson of Buick Motor Corp. 
of General Motors Corp., a 25 year vet- 
eran with that organization, answered 
many questions on technical operations 
of power steering and power braking at 
the monthly meeting of the Automobile 
Claims Association, Inc., of New York 
last week. President William C. Pad- 
dock presided. Mr. Carlson described 
power braking as hydraulic with a 
vacuum for power assist. He cautioned 
insurance men to check that hydramatic 
or dynaflow equipped cars have been 
shifted to neutral position if they are 
to be towed from scene of accident to 
avoid serious damage to the mechanism. 

Mr. Carlson told the loss men that for 
partial damage repair parts are available 
for power steering or power braking 
and that an entire unit need not be re- 
placed except where the damage is so 
extensive that a complete new unit is 
more economical and more efficient. 

Walter Schaefer, vice president of the 
association, is chairman of the com- 
mittee arranging for the annual dinner 
in the early part of May. Further de- 
tails will be announced at the next 
monthly meeting, scheduled for Thurs- 
day, February 13, as the second Wednes- 
day, usual day for monthly luncheons, 
falls on February 12, Lincoln’s birthday, 
a_ holiday. 





Reinsurance Abroad 


(Continued from Page 1) 


directories were examined and for the 
first mailing list companies were selected 
with respect to which there were indica- 
tions that reinsurance business was being 
done with insurers abroad. After one or 
two years of experience with this survey, 
it was determined that much effort could 
be reduced all around if companies re- 
porting a small amount of reinsurance 
business with foreign insurers were 
excluded. 


How Data Is Collected 


“For the last few years, therefore, the 
questionnaire has been sent only to 
insurance companies that have been re- 
porting substantial amounts of such re- 
insurance business, and for the others 
an estimate is made based on their 
original filings. 

“From time to time when there is rea- 
son to believe that a specific company 
has begun to do a much larger reinsur- 
ance business with foreign reinsurers, 
such company is added to the mailing 
list. It should be added that the esti- 
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mates of the amount of such reinsurance 
business done by the group to w hich the 
questionnaire is not sent, is a distinctly 
minor part of the overall total. 

“The Department’s concern is with 
the balance of payments aspects of these 
international reinsurance transactions 
and not with the type of considerations 
which are taken into account by insur- 
ance companies when computing their 
underwriting results; in short, whether 
they made a profit or suffered a loss. 
From the balance of payments point of 
view, the purpose is to develop a basis 
for estimating the amount of dollars paid 
out to foreign accounts and the amount 
received from foreign accounts. 

“In other words, these reinsurance sur- 
veys are not intended as a measurement 
of the net profit or loss of international 
reinsurance operations in any given 
year as measured by insurance com- 
panies, but rather as an attempt to meas- 
ure the actual movement of funds from 
and to the United States in connection 


with reinsurance. 
Foreign Funds in U. S. 
Finally, because of the accounting 


framework with which the entire balance 
of payments is connected, the accumula- 
tion of required reserve funds in the 
United States by foreign non-admitted 
companies, even though not in their en- 
tirety at the disposal of foreign coun- 
tries, is considered to be an accumula- 
tion of foreign-owned dollar assets in the 
United States. For balance of payments 
purposes, therefore, the excess of pre- 
miums ceded over losses recovered is 
regarded as essentially a cash transfer to 
foreign countries since the accumulating 
cash balances in the United States are 
regarded as foreign funds.” 





DOAN TO HARRISBURG 
The Employers’ Group of Insurance 
Doan as bond manager for its Harris- 
Companies has appointed Joseph E. 
burg branch office. 
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Pease On Problems Involved In 


Off-Shore Oil Drilling Operations 


One of the outstanding presentations of 
marine insurance problems at the 1957 an- 
nual meeting of the International Union of 
Marine Insurance at Copenhagen was that 
on off-shore petroleum exploration and 
drilling by Madoe M. Pease of New York, 
recently elected president of the American 
Institute of Marine Underwriters. While 
the petroleum industry today is suffering 
from a temporary excess of producing fa- 
cilities, contrasted with shortages carly in 
1957 when Middle East fields were ex port- 
ing only a fraction of their normal sup- 
plies, nevertheless it is expected the search 
for oil wherever it may be found will con- 
tinue. And off-shore drilling, costly as it 
may be, is definitely a part of that program 
of exploration. 

With marine insurance involved in these 
undertakings Mr. Pease stated the risks as 
follows: 


Part I 


It is evident from what has been learned 
in past years that there are certain factors 
which must be considered by underwriters 
in undertaking these risks. Briefly enu- 
merated, they are as follows: 

Risks to be Considered 

1. The sensitivity of the particular type 
of rig to the hazards of moving, and of 
being towed between drilling sites. 

2. Fire, explosion, blowout and crater- 
ing. 

3. Susceptibility of the 
windstorm and wave damage. 

4. Exposure to possible collision, par- 
ticularly in locations in the vicinity of 
steamship lanes. 

In order to evaluate the foregoing it 
must again be emphasized that a detailed 
survey is almost indispensible, since drill- 
ing structures have not as yet been built 
to uniform specifications which would al- 
low them to be underwritten as a class. 


structure to 


Problems for Underwriter 


The underwriter must also concern him- 
self with the following considerations : 

1. It should be determined that the 
structures are manned by personnel fa- 
miliar with operations at sea, and not 
only with the production of oil. 

2. Thought must be given to the con- 
centration of exposure to hurricanes. As 
this is a rapidly growing industry it must 
be realized that there will be increasing 
exposure to one catastrophe, and up to the 
Present time there has not been a real test 
of the stability of drill-rigs in general 
during a full hurricane. 

3. The form should be carefully studied 
so as to cover only fortuitous perils and 
exclude those resulting from normal wear 
and tear, Inasmuch as total loss js the 
major risk, it would seem unwise to grant 
increased value insurance. 

4. There should be a sufficiently high 
deductible average to eliminate the usual 
small claims. 

5. Rates should be high enough to take 
care of the catastrophic losses which 
Seem inevitable. 

This whole matter is a challenge to the 
resourcefulness of underwriters, and the 
Sooner we share our technical knowledge 
with each other, the better qualified we 
will be to establish a wise educational pro- 
gram to assist the owners and operators 
of the equipment in the prevention of loss. 
he premium involved is very large, and 
Within the bounds of reason, the under- 
writers should be able to continue to pro- 
vide protection. 


Gulf of Mexico Development 


The presence of oil in strata underlying 
the Gulf of Mexico was suspected in the 
tarly 1930's, and producing wells were 


drilled in the open waters of the continen- 
tal shelf as early as 1938. 

Intensive drilling did not begin, how- 
ever, until after World War II, and has 
had its major development only since 
1953. As land leases for oil exploration 
activities became unavailable, the oil pro- 
duction interests extended their operation 
first to the coastal marshes, and thence 
offshore in the Gulf of Mexico. 

Today it is estimated that hydrocarbons 
offshore in the Gulf include reserves of up 
to 12 billion barrels of oil and 70 trillion 
cubic feet of natural gas. Production of 
oil was estimated at 95 million barrels for 
1957, and, if present trends continue, at 
280 million barrels for 1970. 

Continued development may be expected 
because of the high “success ratio” of off- 
shore drilling, the increasing knowledge of 
geology and techniques of exploration, and 
the uncertainty of continuing supplies from 
the Near East. Acceleration of develop- 
ment is emphasized by the fact that 40% 
of the offshore activity on the Gulf to date 
has taken place within the last 15 months. 


1,700 Structures in Gulf Area 


The area in the Gulf now being inten- 
sively exploited covers a distance of ap- 
proximately 200 miles westward of the 
Mississippi passes, and the outermost struc- 
ture at present is about 50 miles offshore. 
The greatest depth of water in which any 
operation is now being carried on is about 
120 feet. Of the 1,700 structures in the 
Gulf, 500 are in such depths of water 
as overseas vessels can and do navigate. 

The trend towards offshore drilling is 
spreading throughout the world, with ex- 
ploration, and in some cases production, 
planned or in effect along the continental 
shelves of all six continents, and in the 
islands of Indonesia and the West Indies. 
Areas reported to be particularly promis- 
ing are in the Persian Gulf, the Adriatic, 
the North Sea and the area off the delta 
of the Amazon River. Underwriters may 
therefore anticipate that all varieties and 
combinations of climate, weather, ocean- 
ography and working conditions will be 
presented for their underwriting judge- 
ment. 

Marine insurance today faces a tremen- 
dous challenge in the problem of offshore 
oil drilling operations particularly in the 
sulf of Mexico. Underwriters are con- 
cerned not so much by loss of or damage 
to vessels of conventional types which ply 
between drilling sites and the shore, but 
with the less familiar and therefore more 
hazardous aspects of insuring the drilling 
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rigs and platforms themselves. 


Stable Platforms 


The problem in producing oil from the 
ocean subfloor may be simply stated: it is 
necessary only to secure a stable working 
platform above the surface of the water 
from which drilling can be carried on, 
and by means of which oil may be brought 
to the surface for removal. 

Stable platforms can be built; the so- 
called “Texas Towers” built for the United 
States Government offshore in the Atlan- 
tic have proven that it is possible, pro- 
vided cost is not a factor, to construct 
platforms that it is hoped would be capable 
of withstanding the most rigorous weather 
conditions. 

However, with more than 30 competing 
oil companies now engaged in offshore 
drilling and exploration, cost is an impor- 
tant factor, and no oil company can hope 
to make a profit from undersea oil which 
involves the construction of a “Texas 
Tower” for each well or group of wells. 

As newer types of drilling units have 
been constructed, however, costs have con- 
tinued to rise. Some self-contained units 
today are valued at $6,000,000, and units 
valued up to $8,000,000 are being planned. 


Movable Units 


The units now in use or planned fall 
into either of two major groups. The mov- 
able unit is, typically, a buoyant hull or 
pontoon—supported platform which may be 
moved from job-site to job-site. At each 
site it uses a system of spuds or anchors 
to maintain a stable position when work- 
ing. 

Movable—or mobile—units of the self- 
elevating type are based upon a _ barge- 
like hull fitted with large spuds. This 
type is towed to the job-site where the 
spuds are extended to the sea bottom. Self- 
contained jacks then raise the hull upon 
its own spuds, or legs, to the desired height 
above the wave level. 

Mobile units of the submersible type 
consist of two levels, the lower being either 
a hull or a system of pontoons which 
floats the unit to the proper location. The 
lower hull is then flooded, and comes to 
rest upon the bottom. Spuds are used to 
hold the unit in position, while drilling 
is done from the upper level. 

Fixed Units 

The permanent or fixed unit typical of 
the other major group, is non-buoyant, and 
is erected upon piles or caissons at the 
drilling site. The smaller fixed units are 
large enough to support only the maxi- 
mum machinery and drill-rig, and are 


supplemented by drilling tenders moored 
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alongside, providing crew quarters, drill- 
ing supplies, etc. These may be specially 
constructed or, more usually, converted 
LST’s, LSM’s, YF’s or tankers. 

The larger fixed units, more graphically 
called “artificial islands,” are self-contained 
and very nearly self-sufficient. The largest 
unit now planned will have an area of 
200 by 300 feet, and will include not only 
drill rig, machinery and suppties, but also 
living quarters, recreation facilities for the 
crew and a landing area for helicopters. 

In addition to the drilling units, there 
are crew boats, tugs, barges, and many 
types of miscellaneous craft serving the 
units. Here, again, costs must be consid- 
ered, and since the skilled labor working 
on the units must be paid for the time 
spent traveling to and from the unit, crew 
boats with speeds up to 40 miles per hour 
are now being developed. 


Unusual Risks 


It is immediately apparent that while 
we are not here dealing with hull busi- 
ness, as we formerly understood that term, 
we are concerned with the familiar marine 
problems of weather, ocean currents, col- 
lision, fire and other marine perils. This 
applies even though not many underwriters 
have on their books anything that would 
help them to evaluate the risks involved 
in writing a line on units currently planned 
which will operate in from 250 to 600 feet 
of water. 

That the risks are unusual has been rec- 
ognized by government agencies. For the 
purpose of application of the navigation 
laws of the United States, the Coast Guard 
has ruled that these artificial islands are 
ports or places in the United States. One 
effect this ruling has is that vessels over 
150 gross tons fall within the scope of 
the coastwise load-line act, so that supply 
boats over that tonnage are assigned load- 
lines by the American Bureau of Shipping. 


(To Be Continued) 





Brown, Phoenix Special 

Phoenix of London Group announces 
appointment of Wallace K. Brown as 
special agent for Georgia with head- 
quarters in Atlanta. He will be under 
supervision of ‘Marion E. Bleakley, man- 
ager of the company’s Southeastern 
branch office. 





ALTON F. IRBY DIES 
Alton F. Irby, Sr., 73, chairman of the 
board of the agency bearing his name 
in Atlanta, Ga., died December 27. He 
had been in insurance 58 years. 
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Donovan, Muir Object to 
“Trrelevant” Testimony 


ARGUMENT OVER ANDRE POUY 





NBCU Secretary Predicts at N. Y. Dept. 
Hearing Continued Upward Climb 
in Auto Insurance Rates 





A steady upward trend in the cost of 
auto liability insurance over the next 
few years was predicted by James M. 
Cahill, secretary, National Bureau of 
Casualty Underwriters, in testifying at 
the final session January 10 of the hear- 
ing before the New York Insurance 
Department on increased car insurance 
rates for this state which were denied 
to the stock and mutual carriers last 
November by Superintendent of Insur- 
ance Leffert Holz. 

The decision on the increase is 
promised by the Superintendent in two 
weeks. 

Cross examination of Mr. Cahill and 
Joseph M. Muir, general manager, Mu- 
tual Insurance Rating Bureau, conducted 
by George Gross, the Department’s 
counsel, featured this session. At the 
same time, the spotlight was occupied by 
Andre Pouy, principal examiner in the 
Department’s property bureau. Over the 
objections of Messrs. Cahill, Muir and 
James B. Donovan, who is NBCU gen- 
eral counsel, he was allowed to put on 
the record financial exhibits, showing the 
surplus accumulation by 189 companies 
doing business in New York State from 
January 1, 1947 to September 30, 1957. 
The surplus built up in this period was 
$3,504,166,000, Mr. Pouy testified, for all 
lines of insurance throughout the coun- 
try. 

Donovan and Friendly Object 


This was a vigorously contested point 
by Counsel Donovan of NBCU and 
Henry S. Friendly, counsel of MIRB, 
who told Deputy Superintendent Arthur 
Lamanda, the hearing officer, that testi- 
mony on surplus accumulated was ir- 


relevant to automobile insurance rate- 
making. 

Mr. Pouy’s financial summary was 
offered in evidence to show that the 
189 companies operating in this state 
are solvent despite their heavy losses 
in the automobile line. In response to 
this argument Mr. Donovan stated: “No 


one is contending that these companies 
are insolvent. This summary and testi- 
mony in respect to it goes terribly far 
afield. It is wholly irrelevant to go into 
the financial solvency of the companies.’ 

In joining with Mr. Donovan in oppos- 
ing the Pouy testimony, Mr. Friendly 
said: “The Mutual Insurance Rating 
3ureau strenuously objects to admission 
of this exhibit and testimony.” However, 
Mr. Lamanda allowed Mr. Pouy to pre- 
sent his figures. 

He brought out that the surplus figure 
ot $3,504,166,000 was built up after the 
payment of $1,186,002,000 in dividends to 
stockholders and $1,371,692,000 to policy- 
holders. He said it represented a 124% 
return on company investments as of 
1947. 

Mr. Friendly pointed to one company 
cited by Mr. Pouy that wrote only $85 
in auto insurance premiums but whose 
assets rose from $11,000,000 to $29,000,000 
during the 11-year period. 

30th Mr. Donovan and Mr. Friendly 
claimed that the surplus figures cited by 
Mr. Pouy contained duplications. In re- 
sponse to questioning Mr. Pouy admitted 
that his figures covered countrywide 
operations for all lines of insurance by 
the 189 companies. 

Earlier in the day Mr. 
that car insurance rates in 
(Continued on Page 
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Many Cos. Have Reduced 
Commissions in N. Y. 


ON AUTO BI, P.D. BUSINESS 


Latest to Act Are The Travelers and 
Hartford A. & H.; 10% Commission 
on Class 2 Risks Is General 





Commission reductions on automobile 
liability business in New York continued 
to be announced this week, the two lat- 
est companies being The Travelers and 
Hartford Accident & Indemnity. Both 
followed the pattern set by other large 
carriers in recent weeks in reducing to 
10% the commission paid to brokers « on 
Class 2 private passenger risks. 

Hartford Accident in its letter to 
brokers said that for all policies ef- 
fective on or after February 1 as re- 
spects new business, and March 1 as 
respects .renewals, the commission on 
automobile risks located and rated within 
the five boroughs of New York «City 
will be 15%. It was also announced: 

“On risks eligible for premium dis- 
count plans and subject to graduated 
commissions, the graduated schedule of 
commission allowances will be continued, 
provided that the rates of commission 
stated above shall be the maximum rates 
payable. 

“On coverages for public passenger 
automobiles, long haul truckmen and 
physical damage, as well as risks located 
and rated outside the five boroughs, we 
shall continue to pay our present scale 
of commissions.” 

Some of the companies are applying 
the 15% commission reduction to all New 
York State risks for Class 1 private 
passenger and commercial cars and ga- 
rage risks and 10% commission reduction 
on Class 2 and Class 3 private passenger 
cars. Others have limited the reduction 
to the five boroughs of New York City. 

For the most part metropolitan bro- 
kers are taking the reduced commissions 
with mixed feelings. But they will go 
along with the companies in an effort to 
improve the automobile insurance picture. 

However, from the District of Co- 
lumbia the voice of the president of the 


local agents’ association has risen in 
protest. He predicted that commission 
cuts which have taken place in New 


York will soon be general “all over the 
country.” He brought out that producers 
were not responsible for the current 
plight of the industry but that through 
a 5% cut in commissions they were being 
asked to take a 20% reduction in income. 
He said that the source of today’s 
trouble is in inflation and _ criticized 


Meyner Asks Revision 
Of N. J. Insurance Laws 


WANTS TO STRENGTHEN THEM 


Also Asks “Serious Consideration” of 
Enactment of Compulsory Auto- 
mobile Insurance Law 


Governor Robert B. Meyner in his 
annual address January 14 before the 


joint session of the legislature of New 
Jersey asked for a revision of the insur- 
ance laws of that state. He also recom- 
mended that the legislature give serious 
consideration to the adoption of a com- 
pulsory automobile insurance law. 

The recommendations for strengthen- 
ing the insurance code were made fol- 
lowing the receipt of recommendations 
made in a report from Professor Edwin 
Patterson of Columbia, long an authority 
on State Insurance Supervision and au- 
thor of a book on this subject. Governor 
Meyner had appointed him to make a 
study of the administration of the New 
Jersey Department of Banking and In- 
surance. 


Gist of Statute Change 
Recommendations 


Professor Patterson recommended leg- 
islation which would give the New Jer- 
sey Department better and more general 
notice and hearing provisions; give the 
Commissioner explicit power to make 
regulations; also specific power in re- 
fusing to issue or revoke an insurer’s 
license; power “to force the removal of 
proved untrustworthy insurance company 
officers,” and authority to revise liquida- 
tion provisions for taking over a domes- 
tic insurer. 

Also recommended was legislation re- 
quiring insurance companies to submit 
reports on internal audits to the Com- 
missioner to help keep him informed of 
company operations during period be- 
tween regular Department examinations. 

In asking for a general revision of the 
New Jersey insurance statutes the Gov- 
ernor hoped the revision would be ready 
for enactment by the 1959 legislature. 





insurance company leaders for not hav- 
ing foreseen and taken active steps to 
mitigate the effect of inflation which did 
not come sudden upon the industry. He 
said that it was up to the insurance 
company leadership to devise and sell a 
more flexible and realistic rating system. 

Companies which have taken commis- 


sion reduction action to date in New 
York include: America Fore Loyalty 


Group, Aetna Casualty & Surety, Ameri- 
can Insurance Co. of Newark, Commer- 
cial Union-Ocean Group, Employers’ 
Group of Boston, Great American Group. 
Hall & Henshaw companies, Hartford 
Accident & Indemnity, Maryland Casu- 
alty, Manhattan Casualty, Massachusetts 
Bonding, Phoenix of Hartford, Royal- 
Globe Insurance Group, Travelers Insur- 
ance Co., U. S. F. & G. and New Amster- 
dam. 
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Program Ready Jan. 30 
Meet of N.Y. Bar Assn, 


INSURANCE LAW _ SECTION 


Chairman W. J. Herron to Preside; Two 
Panel Discussions; Sen. E. J. Speno 
Luncheon Speaker 


The program is completed for the an- 
nual meeting of Insurance Law Section, 
New York State Bar Association, which 
will be held Thursday, January 30, i 
the grand ballroom of Hotel Biltmore, 
New York. William J. Herron, Malone, 
N. Y. attorney, who is chairman of the 
section, will preside. 

A panel discussion on “The Preserva- 
tion of Our System for the Administra- 
tion of Justice in Personal Injury Cases” 
will start off the program. The question 
will be posed as to whether a change 
from the present system to the com- 
pensation system should be made “in 
the public interest.” 

Mr. Herron will moderate this discus- 
sion and panel participants include Jus- 
tice Walter R. Hart, Supreme Court, 
Brooklyn; Robert H. Kilroe, president, 
Metropolitan Trial Lawyers Association, 
New York; Frederick S. Benson, resi- 
dent secretary, Lumbermens Mutual Cas. 
ualty, and Leonard H. Amdursky, vice 
chairman of the Insurance Law Section. 

Next topic will be “Relations Between 
Home Office Counsel and Trial Coun- 
sel” which will be discussed by Karl 
Faust, vice president, American Home 
of New York, and William F. X. Geo- 
ghan, New York attorney, who is on the 
executive committee of Metropolitan 
Trial Lawyers Association. 


To Welcome Holz and Miss Parisi 


At the luncheon Superintendent of In- 
surance Leffert Holz and Angela R 
Parisi, chairman, Workmen’s Compen- 
sation Board of New York State, will be 
guests of the section. Luncheon speaker 
will be N. Y. Senator Edward J. Speno, 
Fourth District, Nassau County, who will 
talk on “Highway Safety.” 

The afternoon panel discussion will 
feature “Trauma and Arthritis,” modera- 
tor being Emile Z. Berman, vice chair- 
man, Trial Lawyers Section, New York 
City. Panelists will be Dr. Mendel 
Jacobi and Dr. Leon Rothman, both of 
Brooklyn; James Dempsey, Peekskill, 
and Isidore Halpern, Brooklyn. 

Election of officers will close the pro- 
gram. 





N. Y. Buyers to Hear Talk by 
Bromley De Merritt Jan. 23 


“Custom Tailoring Pressure Vessel and 
Machinery Insurance” will be the subject 
of an address by Bromley De Merritt, 
vice president, Hartford Steam Boiler, 
New York, at the monthly luncheon 
meeting of the New York Chapter, 
American Society of Insurance Manage- 
ment, Inc. It will be held on Thursday, 
January 23, at the Sheraton-McAlpin 
Hotel, N. 

This meeting will be open to non- 
members of the Society and reservations 
may be made by mail to its new address 
—Suite 1706—8 West 40th Street, New 
York 18, N. Y., or by telephone OX ford 
5-1677. 





NASBP Brochure 


National Association of Surety Bond 
Producers has just prepared a brochure 
titled “15 Advantages” which is designed 
to produce a wider use of performance 
and broad form payment bonds on pr! 
vately owned projects. 

The association is furnishing these 
pamphlets to all its members throughout 
the United States, and each member's 
own advertisement will appear on the 
back page. 

It is intended to distribute the pam- 
phlet widely to all practicing architects, 
engineers, and to owners who are con- 
templating construction projects, as well 
as to material furnishers. 
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Equality of Taxation 


Sought in New Proposal 


BEFORE WAYS & MEANS COMM. 





National Committee for Insurance Tax- 
ation Urges Elimination of “Serious 
Disparity” in Present Tax Treatment 





A proposal to tax all types of fire and 
casualty companies on the same _ basis 
was presented this week to the House 
Wavs and Means Committee by the 
National Committee for Insurance Tax- 
ation, 

The objective of the proposal, accord- 
ing to the National Committee, is to 
“achieve equality of taxation on any 
reasonable basis, whatever that basis 
may be.” However, the witnesses added, 
that the proposed formula, in the com- 
mittee’s opinion, would be the soundest 
approach to equalization of the tax 
structure among stocks, mutuals and 
reciprocals. 

Under this formula, all companies, 
with the exception of the very small 
mutuals, which would continue to be 
tax exempt, would pay a Federal income 
tax of 1% of net premiums written, after 
dividends to customers, plus regular cor- 
porate rates on net taxable investment 
income and present treatment of capital 
gains realized. 

Allstate Key Company 


Testifying for the National Committee 
were its attorney, Arlindo S. Cate, and 
Allstate’s Vice President Herbert F. 
Walton. Allstate is the key company in 
the group, which includes more than 300 
stock fire and casualty company mem- 
bers, writing 16% of the premium volume 
of all stock companies, according to the 
testimony. 

The National Committee’s basic posi- 
tion is that the present differing methods 
of taxing stocks and mutuals discrim- 
inates in favor of the mutuals and gives 
them a competitive advantage over the 
stock companies. 

“This serious disparity ‘n the tax 
treatment of stock, mutual and reciprocal 
should be eliminated,” the witnesses 
stated, and the proposed formula would 
eliminate the present “tax inequities.” 
Furthermore, they said, it would be less 
expensive to administer both for the 
companies and for the Internal Revenue 
Service, it would provide a “much more 
stable revenue” to the Treasury, and if 
it had been in effect over the past 15 
years, it would have increased the aggre- 
vate tax revenue intake substantially. 

However, they added, this proposal is 
not the only method by which tax 
equalization could be accomplished, and 
they told the committee that “our basic 
purpose is to achieve equality of taxa- 
tion on any reasonable basis, whatever 
that basis may be.” 


Says Mutuals Would Not Be Hurt 


Ways and Means Chairman Mills 
(D.-Ark.) questioned whether the pro- 
posed formula would not reverse the 
alleged discrimination against stock 
companies by imposing an unduly heavy 
tax burden on the mutuals, which gen- 
erally are smaller than the stock com- 
panies, 

3ut Mr. Walton maintained that the 
mutuals would not be hurt competitively 
hy application of the proposed formula. 
He asserted that the larger mutuals 
include some of the strongest insurance 





Malcolm de Vesty Named 
Newark Mgr. by Gen’! F. & C. 


Appointment of Malcolm W. de Vesty 
as manager of the Newark, N. J. branch 
office of General Fire and Casualty, 
has been announced by E. C. Lechner, 
president of the company. 

Until recently head of his own real 
estate and insurance business in Pater- 
son, Mr. de Vesty has a wide knowledge 
in multiple lines with claim, underwrit- 
ing and production experience. He was 
formerly Newark manager for Century 
Indemnity Co. 


Committees Named by 
New York Assembly 


Members of the Insurance and Motor 
Vehicles Committees of the New York 
Assembly at Albany have been appointed 
by Oswald D. Heck, Speaker of the As- 
sembly. Insurance Committee members 
are: Republican—Volker of Erie, chair- 
man; McMullen of Kings, Hawley of 
Warren, Russo of Richmond, Horan of 
Westchester, K. L. Wilson of Ulster, 
Stephens of Putnam, Barbiero of Nas- 
sau, Lerner of Queens, Chase of Onon- 
daga. 

Democratic—Turshen of Kings, Travia 
of Kings, Corso of Kings, Kalish of 
Kings, Maresca of New York. 

Members of the Motor Vehicles Com- 
mittee are: Republican—Van Cleef of 
Seneca, chairman; Noonan of Chatta- 
raugus, Brown of Rensselaer, Runfola of 
Erie, Quigley of Ontario, Riley of Mon- 
roe, Eckstein of Queens, Ferrandina 
of Bronx, Feinberf of Clinton, Town- 
send of Oneida. ‘ 

Democratic—-McDonnell of Bronx, 
Baker of Kings, Thomas of New York, 
Samansky of Kings, Lis of Erie. 


Truman Makes Film To Make 


Pedestrianism More Safe 


Former President Harry Truman, in 
New York City this week, issued a state- 
ment through Mayor Wagner’s Com- 
mittee for Pedestrian Safety, stating that 
he felt strongly on the subject of pedes- 
trian deaths and accidents on city 
streets. 

The former chief executive recently 
completed a film and recording which 
New York radio and TV stations will 
present to help make pedestrians and 
motorists more aware of the necessity for 
good traffic behavior on city streets. 
A year-long campaign is currently under 
way in New York City to combat pedes- 
trian deaths and injuries. 

On one of his early*morning strolls 
with reporters on New York streets Mr. 
Truman was nearly struck by a passing 
motorist although walking with the green 
light. 

“While the driver was at fault,” he 
said, “I should have been on the alert, 
too, even when walking with the light. 
You never can tell when the driver 
comes darting out of the green light 
street and turns into the street where 
you are walking.” 

Cautioned Mr. Truman: “Whether you 
are a motorist or a pedestrian, keep 
your mind on what you are doing.” 








J. S. Kemper Picked As 
Outstanding Chicagoan 


James S. Kemper, chairman of Kemper 
Group, was selected as one of Chicago’s 
outstanding citizens. The selections were 
made by the Jesuit Fathers as part of 
their centennial year celebration in Chi- 
cago. At a civic dinner honoring the 
men, Mr. Kemper was given a citation 
for his active role in business, civic and 
philanthropic affairs, since coming to 
Chicago from Van Wert, Ohio, in 1911. 





companies in the country. 

Representative Sadlak (R. -Conn.) asked 
the witnesses why none of the large 
Hartford companies are not members of 
their committee. Mr. Cate pointed out 
that most of these companies are mem- 
bers of the National Board of Fire 
Underwriters and that, although some 
of its individual member companies have 
indicated approval of the proposed for- 
mula, the National Board has been op- 
posed to it. 


Aetna Names R. R. Sweet 


Robert R. Sweet has been appointed 
assistant manager, compensation and lia- 
bility department, Aetna Group. Mr. 
Sweet was born in Alabama, and edu- 
cated in New York State and Colorado. 
He served as a Marine Corps lieutenant 
and afterwards ran his own construc- 
tion business. In 1950 he joined Aetna 
Group as an underwriter. 
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‘,.. Course was very enlightening, com- 
prehensive as well as interesting... 
excellent staff of instructors.” 


W. E. Koehler 

Koehler Insurance Service 
Cedarburg, Wisconsin 
Past President 

Wisc. Assoc. of Mutual ins. Agents 


Four weeks of basic training 
in all lines of insurance 





Founded twenty years ago, the Mutual Insurance Institute’s 
tuition-free four weeks course for producers has served as a re- 
view of fundamentals. . . and a preview of things to come PLUS 
additional training in successful profit making sales methods. 


1958 CLASSES BEGINNING 
JULY 7 


OCT. 27 


FEB. 24 


If you represent one of the Kemper 
companies and are interested in 
attending, write: 

Director of Training, 


Mutual Insurance Institute 
Chicago 40, Illinois 
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O.L. & T. Rate Increases 
In 5 States and Alaska 


ALSO M. & C. "RATE REVISION 





O.L. & T. Changes Effective January 
15 in California, Indiana, Massachu- 
setts, Nebraska and New Hampshire 


Revisions of O. L. & T. bodily injury 
liability insurance rates for area and 
frontage classifications were announced 
for five states and Alaska this week by 
the National Bureau of Casualty Un- 
derwriters on behalf of its member and 
subscriber companies. Changes in man- 
ufacturers’ and contractors’ bodily injury 
and property damage liability insurance 
rates were also announced for five states. 
The new rates are effective January 15. 

The states affected by changes in 
O. L. & T. bodily injury liability insur- 
ance rates for area and frontage clas- 
sifications and the average statewide 
percentage changes are as follows: Cali- 
fernia +82, Indiana +20.0, Massachu- 
setts +6.3, Nebraska +8.7 and New 
Hampshire +25.0. For the Territory of 
Alaska the average territorywide per- 
centage change is +10.0. 


Revisions Reflect Recent Experience 


These revisions vary by classification 
and territory and reflect recent experi- 
ence incurred by the carriers for each 
classification and territory. Premiums 
for this form of general liability insur- 
ance are calculated on a fixed exposure 
basis such as area. Therefore, these 
premiums do not increase automatically 
to offset the effect of increased claim 
costs which result from inflationary con- 
ditions. The average cost of settling 
general liability insurance bodily injury 
claims countrywide has increased stead- 
ily over recent years. 

The classifications affected include 
such important types of buildings as 
stores, hotels, churches, hospitals, clubs, 
restaurants, apartments and tenements, 
boarding or rooming houses, and mer- 
cantile and office buildings. 


Upward Revision in M. & C. Rates 


The revised rates for manufacturers’ 
and contractors’ bodily injury liability 
insurance, also based on latest experi- 
ence of the carriers, reflect payroll limi- 
tation rule changes. The states affected 
by these revisions and the resulting 
estimated average statewide percentage 
changes for bodily injury liability are as 
follows: California +124, Michigan 
+15.9, Montana, +5.7, Nevada +5.7 and 
South Carolina +1.8. 

Property damage liability rates in 
these states are adjusted to reflect only 
the effect of the estimated increase in 
payroll resulting from the rule changes; 
the revised rates result in no change in 
present rate level. 

The payroll rule revisions are the 
same ones that are being adopted by the 
National Council on Compensation In- 
surance and local state rating bureaus for 
compensation insurance. They are also 
being introduced in Nevada at this time 
for voluntary compensation and employ- 
ers’ liability insurance, as well as for 

& C. liability insurance. The re- 
vision provides for an increase in the 
amount of payroll to be included for 
premium computation purposes for each 
employe from the present limit of an 
average remuneration of $100 per week 
to $300 per week for each employe. 

This revised rule also provides that the 
minimum amount per week for each ex- 
ecutive officer be changed from $30 
to $50 and the maximum amount from 
$100 to $300, and also that the fixed 
annual amount under the “individual 
insured or co-partnership” rule’ be 
changed from $3,600 to $5,200 each. 

The new payroll limit of $300, the 
minimum and maximum amounts under 
the “executive officers” rule and the 
fixed amount of $5,200 under the “in- 
dividual insured or co-partnership” rule 
are considered more realistic under to- 
day’s conditions that the corresponding 
amounts that have been in effect. Fur- 


HARRIMAN’S 1958 MESSAGE 





Governor Doubts Need for Inclusion of 
WC Fund Experience; Favors 
Higher DBL, WC Benefits 


Governor Harriman, in his message to 
the New York State Legislature concern- 
ing disability benefits and workmen’s 
compensation, said that he recommended 
that the period of coverage under the 
Disability Benefits Law be increased 
from 20 to 26 weeks. The law, he said, 
should also be extended to employers 
of one or more persons. 

Mr. Harriman is for expansion of sick- 
ness disability benefits to include $10 
a day for hospital expenses up to a 
maximum benefit of $150. 

On the matter of workmen’s compen- 
sation Governor Harriman said: 

“In accepting the last rate filing (for 
workmen’s compensation) the Superin- 
tendent of insurance informed the 
insurance carriers that the new 


rates were not wholly satisfactory and 
that downward adjustments might well 


have to be made in at least two respects. 


First, there are indications that the al- 
lowance for expenses may be too high. 
Second, there is serious question whether 
the experience of the New York State 
Insurance Fund, which is required to in- 
sure all types of risks without being 
bound by the approved rates, should «be 
included in the statistical data on which 
the rates for other carriers are based.” 
Both of these elements were the subject 
of specific recommendations in the report 
to the Governor filed last January by 
Moreland Commissioner Joseph M. 
Callahan. 

In a recent hearing on workmen’s 
compensation rates, held before New 
York Deputy Superintendent Arthur F. 
Lamanda, the Workmen’s Compensation 
Rating Bureau strongly opposed segre- 
gation of fund experience for rate mak- 
ing on the ground that to do so would 
ruin the rate structure by taking away 
such a large area of experience data. 

Governor Harriman, in his message, 
also said he favors increasing weekly 
maximum benefit rates to at least $45, 
with an accompanying increase in the 
minimum rate to $20, except when the 
pre-accident weekly wage is less than 





$20, in which case benefits to equal 
the wage. 
thermore, consistency in the rules for 


workmen’s compensation and manufac- 
turers’ and contractors’ liability insur- 
ance will result in savings in bookkeep- 
ing costs to insureds and insurance com- 
panies, the Bureau points out. 


Shelby C. Davis in Larger 


Quarters; His 1958 Outlook 
Shelby Cullom Davis & Co., which has 
been specialists in securities of insurance 
companies for a quarter of a century 
and is a member of the New York Stock 


Exchange, is now in expanded quarters 
in the 116 John Street Building, New 
York City. This move was necessitated 
by an increasing volume of business. 
Mr. Davis, senior partner of his firm, 
said this week he thought that many 
fire and casualty insurance company 
shares presently represent “the greatest 
bargains in relation to fundamental 
values, such as investment income and 
net worth, since 1932.” He added that 
he looked for greatly increased activity 
in insurance shares in 1958. His reason- 
ing: 
“Traditionally these shares do well in 
periods of slack general business. Thus, 
they are a hedge. After three and one- 
half long years of bear market, the com- 
ing bull market in fire and casualty 
shares only awaits conclusive evidence 
of a turn in underwriting results. While 
these have been catastrophic in recent 
years, higher rates and improved loss 
experience should provide the cure.” 





TAYLOR N. J. SPECIAL 
James M. Taylor has been appointed 
special agent in northern New Jersey 
by General Fire & Casualty Co. and is 
assigned to the Newark branch office. His 
insurance career extends over 18 years. 
He previously served as an underwriter 
and special agent for the Atlantic Com- 
panies and the Fire Association in east- 

ern Pennsylvania and New Jersey. 





JOINS CAROLINA CASUALTY 

Charles E. Roberts has joined the 
staff of Carolina Casualty as underwrit- 
ing manager in charge of central and 
western territories. He was formerly 
associated for five years with the Trans- 
port Insurance Co. of Dallas, Tex., as 
underwriting supervisor in charge of 
retrospective coverages written by that 
company. 





NEW CPCU BOOK ON MARKETING 

“The Extension of Group Marketing 
Principles to Property and Casualty In- 
surance” has just been published by the 
Society of Chartered Property and Cas- 
ualty Underwriters. The book is the first 
of a CPCU Research Series being under- 
taken. It is available at $1 per copy. 
Requests should be sent to Society of 
CPCU, 3924 Walnut St., Philadelphia, 
Pa, 
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Nationwide Ready With 
Expanded Auto Policy 


“FAMILY COMPENSATION” PLAN 





Features New Method for Recovery by 
Third Parties Under Laws 
of Negligence 





The new and expanded automobile 
policy of Nationwide Mutual is being 
introduced this month in most of its 
17-state operating territory. 

The Century, as it is called, covers 
only private passenger cars, but it has 
been broadened in several respects and 
new features have been added in most 
states. It is a revision of Nationwide’s 
former basic policy called Auto-Graphic. 

Aside from the new features, there 


have been eight broadenings of benefits 
under comprehensive coverage, four un- 
der collision, and five under bodily injury 
and property damage liability. 

The principal new feature in 11 states 
is “Family Compensation,” an expansion 
of medical payments coverage. It was 
tried experimentally by Nationwide for 
one year in Maryland and Delaware 
under the name of “alternative compen- 
sation”—so-called because it offered an 
injured third party the alternative of 
pursuing his claim under the laws of 
negligence, or of accepting compensa- 
tion on a contractual basis, irrespective 
of liability. In the latter instance, a re- 
lease is obtained. 


Death Benefit, Disability Allowance 


In addition to the usual medical pay- 
ments, with a maximum of $2,000 per 
person, “Family Compensation” also in- 
cludes a $5,000 death benefit for adults 
and a disability allowance of $5 per day 
when confined indoors for a maximum 
of 180 days. Death or disability pay- 
ments for children under 18 years of 
age are lower. 

The benefits follow the policyholder 
and related members of his household— 
whether as drivers of any car, passengers 
in any car or as pedestrians. Company 
officials say that approximately 75% of 
the benefits under the coverage will go 
to policyholders, members of their family 
or guests. 

“Family Compensation” will be avail- 
able in New York, Ohio, Pennsylvania, 
Michigan, Indiana, Verment, Connecti- 
cut, Rhode Island, South Carolina, Mary- 


land and Delaware. However, the con- 
ventional medical payments coverage 
also will be available to those who 


prefer it. 





A. K. Bennett Heads F. & D. 
Claim Dept. in New York 


The appointment of A. K. Bennett as 
manager and claims attorney in charge 
of the metropolitan New York claim 
organization of Fidelity & Deposit is 
announced. Mr. Bennett succeeds Thos. 
E. White, who retired on January 1 
under provisions of the company’s re- 
tirement program. 

William L. Wallace, who joined the 
F. & D. in 1930, will be associated with 
Mr. Bennett in the operation of the 
office. 

This is Mr. Bennett’s 32nd year with 
the Fidelity & Deposit. He started in 
its claim organization in 1926 and was 
in charge of the Newark claim office 
before his appointment as claims attor- 
ney in New York City in 1950. He was 
elected an assistant secrettary of F. & D. 
the same year. 

Mr. Bennett was educated at Johns 
Hopkins University and at University 
of Maryland, receiving his bachelor of 
laws degree from the latter school in 
1926. He has been a member of the 
Maryland State Bar since 1927. 

Mr. Wallace has been continuously in 
F. & D.’s New York claim office since 
he started in 1930. A graduate of St. 
Johns University School of Law, he has 
been a member of the New York Bar 
since 1932. 
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White and Palmer Named 


Kemper Cos. Division Heads 


Walter R. White, Jr., has been ap- 
pointed manager of national risks pro- 
duction and Robert P. Palmer has been 
named manager of agency production in 





ROBERT P. PALMER 


the home office of Kemper Insurance 
Companies, Chicago. The 
were announced by James S. Kemper, 
chairman of the Kemper Group Compa- 


promotions 


nies. 

Mr. White, who has supervised boiler 
and machinery sales since 1947, 
will direct sales and service programs 
for large national risks and will work 


also 










closely with branch office specialty pro- 
duction men for boiler, bond, A. & H., 
fire and workmen’s compensation insur- 
ance. * 
Mr. Palmer, who has been advertising 
manager of the Group since 1954, will be 
responsible for development and admin- 





Fabian Bachrach 
WALTER R. WHITE, JR. 


istration of sales promotion, for relations 
with agents and for coordination of sales 
programs through 13 branch offices and 
more than 7,500 independent local agents. 

Mr. White joined the Kemper Group 
in 1936 and is a second vice president 
of Lumbermens Mutual Casualty and 


American Motorists. Mr. Palmer joined 
the Kemper organization in 1935 and is 
a secretary of Lumbermeris and AMICO. 

















Home office: 1790 Broadway, 


CHICAGO 


PITTSBURGH 


C. A. Keppler Heads Bureau 


Of Contract Information 


Carl A. Keppler, who last month was 
elected president of Bureau of Contract 
Information, Inc., is a vice president 
in National Surety Corp. He joined that 
company in October, 1922. 

He became head of the contract de- 
partment there in 1937 and was made a 
vice president in 1948. In May, 1946 Mr. 
Keppler was promoted to assistant chief 
underwriter and became _ National 
Surety’s chief underwriter in September, 
1950. 

Mr. Keppler’s earlier education was 
received at New Jersey schools. He at- 
tended New York Law School and Ford- 
ham University. Ill health forced him to 
quit his studies when within six months 
of receiving his law degree. 

Other officers elected by Bureau of 
Contract Information were: Vice presi- 
dent, Edwin G. Hundley, vice president, 
U. S. F. & G. and secretary-treasurer, 
Donald A. Gillum, assistant secretary, 
New Amsterdam Casualty. 

The following directors will serve dur- 
ing 1958: Norman A. Burgoon, Jr., Fidel- 
ity & Deposit; Edward J. Cavan, Massa- 
chusetts Bonding; Leslie C. Cox, Great 
American Indemnity; Fred H. Doenges, 
American Insurance Group; George M. 
Douglass, Travelers Indemnity; Thomas 
M. Gregory, American Surety; Norman 
C. Keyes, Maryland CasuaJty; Robert T. 
Schaller, Continental Casualty; T. L. 
Sedwick, Standard Accident; J. A. 
Swearingen, Aetna Casualty & Surety; 
William H. Wallace, Hartford Accident 
& Indemnity and C. S. Willmott, Glens 
Falls, 





PRESENTED TO GOV. WILLIAMS 
Governor G. Mennen Williams of 
Michigan last week received the top 
award of the annual High School Driver 
Education Award Program from Thomas 
N. Boate, manager accident prevention 
department, Association of Casualty & 
Surety Cos., sponsor of the program. 


ARE YOU 
SKATING ON THIN ICE? 


You are if you're not sellin 
They're your best bet to 


Add your professional counsel to GF&C'S 


(A Stock Company) 


NEWARK 


PHILADELPHIA 


New York 19, New York 


MINNEAPOLIS 


Dunn & Bradstreet V.P. 


Considers Recession Normal 

Prediction was made by Roy A. 
Foulke, Dunn & Bradstreet vice presi- 
dent, in addressing the January luncheon 
meeting of Surety Underwriters Associa- 
tion of New York, that the present re- 
cession will last for six months and 


probably will continue on through the 
third quarter of 1958. However, Mr. 
Foulke did not think a deep serious de- 
pression is coming. 

Nine-tenths of the major business in- 
dexes are going down, housing starts 
are off, unemployment and business fail- 
said Mr. 


ures are on the increase, 
Foulke. He added that the significant 
indexes of a recession, or weakness, 


hesitation and anxiety, are present now, 
with business men reluctant to take on 
new commitments. The recession, how- 
ever, should be considered normal, in 
Mr. Foulke’s opinion, after twelve or 
thirteen years of constant expansion. 

Most economic experts who feel that 
the business situation is bad, are right 
for once, Mr. Foulke said. Usually they 
are not correct when forecasting bad 
conditions. When prices are going up, 
he stressed, business men stock up their 
inventories to take advantage of rising 
prices. Conversely, when prices are 
going down there is a contrary chain 
reaction — less orders, sales, production 
and manufacturing, and less transporta- 
tion of goods, and therefore a business 
recession—as now. 

The luncheon meeting, presided over 
by William J. Flaherty, Aetna Insurance 
Group, association president, attracted an 
overflow attendance of over 80 members. 





ELECT VINCENT A. BAYER 
Vincent A. Bayer, Maryland Casualty, 
has been elected president of the Surety 
Association of St. Louis for 1958. He 
succeeds E. C. Kottmeier, Fidelity & 
Casualty. 
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McConnell Shows Concern Over Senate 
Committee Study Of Public Law 15 


F. Britton McConnell, California In- 
surance Commissioner, in his capacity as 
chairman of NAIC’s committee on pres- 
ervation of state regulation and the Fed- 
eral liaison committee, has written to 
U. S. Senator Joseph C. O’Mahoney in 
reference to published news reports 
that the Senate Judiciary Anti-Trust 
Committee may undertake an investiga- 
tion of the operation of Public Law 15. 

Saying that he understood that Mr. 
O’Mahoney’s committee has not yet de- 
cided to schedule such an investigation, 
Commissioner McConnell nevertheless 
advised the U. S. Senator that the two 
NAIC committees of which he is chair- 
man—as well as Insurance Commission- 
ers individually—can furnish the Federal 
committee with complete and authorita- 
tive information covering the subject. 

“The alternative,” said Mr. McConnell, 
“would be the setting up of a new staff 
of investigators and researchers to be 
paid out of funds appropriated for use by 
your committee. Such an expenditure is 
unnecessary and we want to cooperate 
with you to avoid it. On the other hand, 
you may be sure that information cover- 
ing all aspects of the subject can be 
obtained through the NAIC and its com- 
mittees.” 


Quotes from Report to NAIC Meet 


In his letter Commissioner McConnell 
quoted the following from the joint re- 
port of his two NAIC committees which 
was submitted at the recent midyear 
meeting of the association in New York 
City: 


“Senate Judiciary Anti-Trust Subcom- 
mittee: We have been informed that 
this subcommittee may undertake a 
broad scale review of operation of Pub- 
lic Law 15. In the period of approxi- 
mately 12 years since this law became 
effective the states have vastly improved 
the system of state regulation of the 
business of insurance. It is entirely 
proper that the Congress should review 
the operation of Public Law 15. Such 
a review is not to be regarded as a 
‘probe’ or in any sense an attack upon 
state regulation. 

“Whenever such an inquiry is under- 
taken by a committee of Congress, the 
National Association of Insurance Com- 
missioners and the representatives of 
the associations covering all segments 
of the business of insurance will have 
a great opportunity to prove the value 
and adequacy of state regulation. The 
result should be a termination of in+ 
fringing and duplicating activities of fed- 
eral agencies. 

“Although insurance has been regu- 
lated by the states for almost a century, 
the system of, regulation is not per fect 
nor will it ever be perfect. Many im- 
provements occurred because of the im- 
petus of the SEUA decision and because 
of activities of Federal agencies such 
as Federal Trade Commission. We can 
assume that such an investigation may 
disclose further opportunities for im- 
provement of the system of state regula- 
tion. Our committees will keep in close 
touch with this matter and will keep all 
members fully informed.” 








Required Responsibility Law 
Proposed by Virginia Agents 


Enactment of a “required responsibil- 
ity” law by the 1958 Virginia legislature 
has been recommended by the legislative 
committee of the Mutual Insurance 
Agents Association of Virginia. 

The committee also adopted a resolu- 
tion recommending that standard auto- 
mobile policies include “uninsured motor- 
ist coverage for both bodily injury and 
property damage for not less than that 
now required in our present financial 
responsibility law.’ 

The committee maintains that an un- 
satisfied judgment fund such as recently 
proposed by the Virginia Advisory Leg- 
islative Council “does not adequately 
protect the public.” Members of the 
VALC had declared that if the Legisla- 
ture rejects their recommendation for 
an unsatisfied judgment fund, they 
would work for adoption of compulsory 
insurance in one form or another. 

The recommendation by the mutual in- 
surance agents would be a form of com- 
pulsory insurance, requiring that no 
motorist could start driving until he had 
demonstrated financial responsibility to 


pay for any damages he might cause. 
Virginia’s present law requires proof 
of financial responsibility only after a 


driver has had one accident. 

Lawyers for the mutual companies ex- 
plained the required responsibility law 
they favor would be more stringent than 
forms of compulsory insurance in some 
other states. Under these laws, drivers 
are required to carry insurance and un- 
derwriters are equally obligated to sell 
it to them. 

The plan proposed by the Virginia mu- 
tual companies, however, would not re- 
quire underwriters to sell insurance to 
any driver they considered a poor risk. 
As a result, it was explained, some 
drivers would find they could buy no 
coverage at all and would be forced off 
the highways unless they could post a 
bond or provide coverage through a 
recognized plan of self-insurance. 

The VALC proposal would create an 
unsatisfied judgment fund financed 


largely by a charge of $10 annually on 


every driver who fails to demonstrate 
financial responsibility at the time he 
buys his license plates. In addition, the 
fund would collect a tax equal to %’% 
of all premiums collected by Virginia in- 
surance companies. From these _ pro- 
ceeds, the fund would supplement dam- 
ages an insured driver is able to collect 
from an uninsured motorist who causes 
him injury or property loss. 


Pfoutz Philadelphia 
Manager for Standard 


The Standard Accident of Detroit and 
affiliate, Planet Insurance Co., announce 
appointment of Robert H. D. Pfoutz as 
manager of the fire and marine under- 
writing department of the Philadelphia 
branch. Mr. Pfoutz joined Standard Ac- 
cident in April, 1956, supervising pro- 
duction and underwriting of fire and 
marine business at Philadelphia. 

Before going to the Standard Accident, 
Mr. Pfoutz was a special agent for six 
years with the Great American. He 
holds a Bachelor of Arts degree from 
Washington University of St. Louis. 
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Zurich-American Makes 
Home Office Promotions 


CARNS, FAGERLIN, MOORE NAME 


McDonough Has Retired; Maercklein 
Milwaukee Manager Replacing Hazle- 
wood; Johnson Now Agency Supt., 
Midwest Dept. 








Several promotions and staff changes 
have been announced by the Zurich- 
American Insurance Companies as a re- 
sult of the retirement of Joseph F. Mc- 
Donough, Deputy United States Mana- 
ger, after 21 years of service. Mr. Mc- 
Donough joined the Companies in 1936 
as claim superintendent. He was ap- 
pointed assistant United States manager 
in charge of claims and engineering in 
1938 and became Deputy United States 
Manager in 1950. 

Assuming charge of Zurich-American’s 
claim department nationwide is W. H. 
Carns who has been promoted to secre- 
tary. 

s:  W. Fagerlin, formerly superinten- 
dent of claims in Detroit, has been ap- 
pointed claim manager in the companies’ 
Chicago head office. 

E. D. Moore, assistant superintendent 
of claims under Mr. Fagerlin in Detroit, 
will-replace him as superintendent there. 
_ At the same time the Zurich-Amer- 
ican announces the appointment of Rich- 
ard G. Maercklein as Manager of its 
Milwaukee office to replace A. D. Hazle- 
wood, resigned. 

Everett B. Johnson, formerly assistant 
superintendent, has been promoted to 
superintendent of agencies, midwest. 

Mr. Maercklein has been with Zurich- 
American since 1955 when he joined 
the staff of the Grand Rapids branch as 
a field representative. He was _ trans- 
ferred to the Chicago agency depart- 
ment as assistant director in March, 1956, 
and then became assistant superintendent 
of agencies in the midwest department. 

Mr. Johnson has a background of 20 
years in sales and insurance underwrit- 
ing and production. He joined the Zur- 
ich-American in 1943. In 1954, he was 
appointed field representative for south- 
ern Illinois and became assistant super- 
intendent under Mr. Maercklein in 1957. 





Auto Rates in Washington 
To Be Increased 25% 


William J. Sullivan, Insurance Com- 
missioner of Washington, has prepared 
car drivers of that state for a substan- 
tial increase in their automobile rates 
on or about January 31. Auto B.I. and 
P.D. rates are expected to go up 25% 
with 10% jump in auto collision rates. 

In addition, Mr. Sullivan said that a 
second boost in rates will have to be 
made in about another year. He pointed 
to the huge losses sustained by the 
automobile insurance companies in the 
past several years and said that the 
higher premiums are “absolutely neces- 
sary” in order to pay off claims. 
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Donovan, Muir Object 


(Continued from Page 30) 
had risen statewide only 2.8% since 
1953. This seemed to make more urgent 


the need for the 9.5% increase requested 
last November for private passenger B.I. 
and P.D. and 5.9% increase for commer- 
cial cars. There are indications, Mr. 
Cahill said, that under the compulsory 
auto law a greater increase than 9.5% 
is needed. He contended that after this 
law went into effect last February 1, 
New York State’s motor vehicle acci- 
dent statistics for the first six months 
of 1957 showed more persons killed and 
injured. “This upward trend makes it 
clearly evident that the companies are 
in a hopeless plight when it comes to 
judging from the rates now effective.” 
At this point Counsel Gross warned 


him against “speculation,” and _ that 
brought forth the response from Mr. 
Cahill that “to expect these cars not 


to have losses is just not in the cards.” 

Later Mr. Gross called attention to 
the well known fact that New Yorkers 
pay a high price for their car insurance. 
The average rate statewide is $84.66 for 
$10/20 limits of B.I. and P.D., while the 
countrywide average is $53.46. Mr. Muir 
of the Mutual Bureau attributed this 
to higher administrative costs and claim 
frequencies in New York. In this con- 
nection it was brought out that the 5.4% 
general administration factor in the rates 
develops an allowance of $4.57 per car in 
New York State as compared to an 
allowance of $2.97 countrywide. 

At the close of this hearing Deputy 
Lamanda announced that a decision on 
the rate increase would be reached by 
Superintendent Holz in two weeks’ time. 
Mr. Donovan won a point when he re- 
ceived Departmental permission to have 
the A. M. Best Co. prepare statistical 
figures with respect to the financial 
position of the companies from 1947 to 
1957 and to have such information when 
available filed with the Department. 





NIAA Workshop Mar. 12-13 


The National Association of Independ- 
ent Insurers will hold its annual spring 
workshop meeting at Hotel Monteleone, 
New Orleans, March 12 and 13. 

Vestal Lemmon, general manager, aii- 
nounced that sessions would be _ held 
covering claims, safety, public relations, 
underwriting and rate filing require- 
ments, 
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In his budget report sent this week 





to Congress President Eisenhower had 
sections in which he discussed health 
and hospital programs, social and eco- 
nomic security programs, veterans serv- 
ices and benefits and railroad workers 
retirement. Eliminated from the new 
budget was a proposed $65 million dis- 
ability insurance program for Federal 
employes. 

In his message the President specific- 
ally requested postponement of action 
on the 1957 recommendation for this 
contributory Group health insurance 
plan for Federal workers “in view of the 
priority given to recommended pay ad- 
justments for Government employes.” 

Significantly absent from the Budget 
Message was any mention of Federal 
flood insurance. The Administration pre- 
viously had asserted it would urge reac- 
tivation of this program, summarily sus- 
pended through the refusal of Congress 
last year to appropriate the funds neces- 
sary to keep the Federal Flood Indem- 
nity Administration in business. 

Some drastic reductions in the fields 
of health, education and welfare were 
proposed based on increased military 
spending impending. New York Times 
says that the Administration’s plan in 
its public assistance program is to cut 
back to a 50-50 matching of Federal 
funds with the states on assistance to 
the needy aged, dependent children, the 
blind and totally disabled. Some extracts 
from the budget report follow: 


Health and Hospital 


Expenditures for health programs have 
sharply increased since 1955. In 1959 the 
increase will be largely for construction 
programs already under way. New ob- 
ligational authority for health activities 
is being reduced, principally with respect 
to construction of hospitals. This will 
not materially affect the planned level of 
obligations and expenditures for hospital 
grants in the fiscal year 1959, because 
prior-year appropriations are available 
and will be used. New obligational au- 
thority of $75 million is recommended 
for the fiscal year 1959, 

The authorizing legislation for hos- 
pital construction grants will expire on 
June 30, 1959. In view of the progress 
already made toward meeting community 
hospital requirements for general beds, 
the Federal program should be modified 
to meet only the most urgent needs, 
with emphasis on specialized needs. 

The Congress should take action on 
legislation under which the Federal 
Government can help the medical and 
dental schools to build teaching, as well 
as research, facilities to help meet medi- 
cal and dental manpower needs. 


Programs of Social and 


Economic Security 


Of the estimated $22 billion in total 
expenditures from the budget and trust 
funds for labor and welfare programs 
and for veterans’ services and benefits, 
an estimated $10 billion will be for old- 
age benefits. The rapid growth of Fed- 
eral programs for maintaining individual 
or family incomes, and the numerous 
piecemeal liberalizations in the applicable 
laws, suggest the need for appraising 
these activities as a whole. The Advisory 
Council on Social Security financing is 
studying some of the problems of retire- 
ment and disability insurance financing, 
and this budget includes funds for other 
basic studies. 

In the meantime, technical provisions 
of the old-age, survivors, and disability 
surance legislation should be simplified 
and the paperwork burden on employers 
should be lessened by enactment of con- 
solidated annual wage reporting for both 
Income tax and Social Security payroll 
tax purposes. 

Although Federal old-age, survivors 


Eisenhower Asks Budget Welfare 
Cuts As Military Demands Grow 


and disability insurance provides an in- 
creasing share of economic security for 
the aged, the dependent, and the dis- 
abled, the Federal Government’s ex- 
penditures for public assistance continue 


to mount because of the successive 
amendments’ increasing the Federal 
matching share. These programs are 


now well established and the individual 
states have gained experience as to ap- 
propriate levels of assistance. In line 
with my belief that the states should 
have greater responsibility for programs 
of this nature, proposals will be sent to 
the Congress for modernizing the for- 
mulas for public assistance with a view 
to gradually reducing Federal participa- 
tion in its financing. This legislation 
should be made effective starting in 
1960 to assure that the states will have 
adequate opportunity to adjust their 
finances and their programs, thus pre- 
venting an adverse impact on needy 
recipients. 
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R.R. Retirement System 


The railroad retirement system is a 
self-financed retirement and in- 
surance program operated by _ the 
Government for the convenience of the 
railroad workers and industry. The fi- 
nancing of this system is far from sound 
on an actuarial basis. I reiterate my 
earlier recommendations that the Con- 
gress take steps to increase employer 
and employe contribution rates sufficient- 
ly to correct this inadequate long-term 
financing, 


social 


Pa. Coal Mining Comp. Rates 
Reduced by Overall 4.8% 


Pennsylvania Insurance Commissioner 
Francis R. Smith has approved a revi- 
sion in the workmen’s compensation in- 
surance rates affecting the coal mining 
industry, reflecting an overall decrease 
of approximately 4.8% as compared with 


those in effect on January 1, 1957. 

It is estimated that the revised rates 
will result in savings of approximately 
252,550 to Pennsylvania employers. 





HS a 
one-two 
combination 


that’s hard 
to beat...” 


says Broker S. Floyd Hammond, Jr., (r) shown here with 
Brokerage Manager Donald J. Stauffer (1) of Prudential’s 
Thomas Peek Agency, and client Stewart Bennetts (c), 
General Manager of Bennetts Photo Service. 


“...I'm referring to Prudential’s Illustration Forms and 
Prudential’s Brokerage Service. This combination has 
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been an important factor in the success of our Agency 


year after year. 


“The forms are clear, effective and easy to use. They’ve 
helped us make a great many LIFE sales. 


“As for the Brokerage Service... Prudential can always 
be depended upon to furnish fast and efficient service, 


free copy. 


from the time of the initial proposal—following right 
through to the delivery of the contract. And no matter 
how much assistance we receive from Prudential, we still 
get the ful] commission. 

“Prudential’s Illustration Forms and Prudential’s fine 
Brokerage Service have put LIFE in our General Insurance 
Office.” 


7 7 7 


“Profit and Prestige through Prudential’s Brokerage Ser- 
vices”—a 16-page booklet that shows you how to add to 
your income regularly and help you gain even more pres- 
tige among your clients. Return the coupon for your 
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Health Insurance Rose 
To Highest Point in ’57 


123 MILLION PERSONS INSURED 





Health Insurance Institute Points to 
$4.2 Billion Paid in Health Cost 
Benefits; Company Growth Rapid 


Voluntary health insurance in the 
United States took another big forward 
step in 1957, the Health Insurance Insti- 
tute of New York reports in its annual 
review of health insurance trends. 

Americans covered by some form of 
health insurance numbered a record 123 
million persons, the highest point in his- 
tory. Protection against the cost of 
hospital and doctor bills by the end of 
1957 was extended to include some 75% 
of the nation’s population, rising at a 
faster rate than the growth in population 
itself, said the Institute. 

To help the public meet the cost of 
accident and sickness, an estimated $4.2 
billion was paid in health cost benefits 
during the 12-month period. This com- 
pares with the 1956 benefit payment 
figure of $3.6 billion. 

“The rise in the number of people who 
have availed themselves of health insur- 
ance, and the amount of benefits paid,” 
the Institute declared, “offers continuing 
evidence that Americans want to assume 
their health care bills through the volun- 
tary method. That voluntary health in- 
surance recognizes its responsibility to 
give the public the best possible pro- 
tection against the financial hazards of 
sickness or injury is evidenced by the 
expansion of coverage begun over the 
past two decades and continuing in 1957.” 


1188% Rise in M. M. Expense Insurance 


Insurance company growth during the 
year was particularly rapid, the Institute 
announced. Within the last six years, 
the number of people covered by hospital 
expense plans, as offered by insurance 
companies, has risen by 79%, surgical 
plans by 91%, and regular medical plans 
by 281%. Major medical expense insur- 
ance, offered only by insurance compa- 
nies, rose 1188% during the same period. 

Reports from the 700 insurance com- 
panies handling health insurance policies 
in the U. S. last year showed that of 
the 123 million estimated total, 70 mil- 
lion persons had such coverage under 
policies written by insurance companies 
for hospital expenses. In addition, 67 
million were covered for surgical ex- 
penses, 35 million for regular medical 
expenses, and loss of income insurance 
policies covered 32 million persons. Some 
13 million persons were estimated to 
have protection against major medical 
expenses. 

Benefit payments by insurance com- 
panies to policyholders by October, 1957, 
were over 15% higher than in the same 
period of 1957, the Institute noted. Over 
$2 billion had been received by Ameri- 
cans to help defray the cost of health 
care at the end of the first ten months. 
It was estimated that such benefits paid 
by December 31 rose to an _ unprece- 
dented $2.4 billion—a rate of $7 million 
per day for entire 1957. 


More Policies for Over 65 Risks 


Last year also saw expansion of health 
insurance to include protection for more 
and more of the population, the Institute 
said. Policies designed to afford coverage 
for retired workers and for those over 
age 65 continued to increase in number. 
A recent nationwide survey indicated 
that the number of Group insurance 
plans offering the retired worker the 
option to either continue his insurance 
under the Group or to convert his health 





IAAHU’S 1958 MEETING 





Final Plans for Los Angeles Convention 
June 11-14 to Be Formulated in 
Chicago February 15-16 
The board of the International Asso- 
ciation of A. & H. Underwriters will 
meet February 15-16 in Congress Hotel, 
Chicago, to formulate final plans for the 
IAAHU annual convention to be held 


June 11-14 in Los Angeles. 

Already scheduled are such speakers 
as James E. Powell, vice president, 
Provident Life & Accident; E. J. Faulk- 
ner, president, Woodman Accident & 
Life, and V. J. Skutt, president, Mutual 
of Omaha. 

The program will feature a trip to 
Disneyland, a fashion show, a trip to 
Hollywood film lots, and a big banquet 
where the Harold R. Gordon Man of 
the Year Award will be presented. 

There will also be a Leading Producers 
Round Table breakfast, and a big open 
session for delegates to discuss asso- 
ciation affairs and elect officers for the 
new year. 





ASIAN FLU EXPERIENCE 





Of Mutual of Omaha Shows Average 
Claim $90 Against $50 For 
Ordinary Flu Claim 
The much publicized flu bug has lived 
up to all of its advance notices accord- 
ing to a recent survey made by Mutual 

of Omaha. 

Donald J. Schonberg, vice president 
and chief statistician for Mutual, reveals 
that the incidence of influenza claims 
during September, October and Novem- 
ber of 1957 were more than three times 
greater than for the same three months 
of 1956. Mr. Schonberg stated, “Our 
figures show that the average benefit 
paid per claim for the cases of the 
Asian flu is nearly $90 as compared to 
the average of about $50 for the do- 
mestic variety. From these figures, we 
must assume that attacks by the Asian 
flu require a longer period of conva- 
lescence with additional treatment and 
medication.” 

Relative to reported claims, Mr. Schon- 
berg revealed that “only five to seven per 
cent of all of the influenza claims were 
specifically diagnosed as being of the 
Asian variety during the above men- 
tioned period.” He emphasized that the 
severity of the flu could not be over- 
looked as health experts predicted an- 
other outbreak in February of this year 
equal to or even surpassing the epi- 
demic that has just recently passed. 

Mr. Schonberg went on to say that, 
“as Mutual of Omaha operates in all 
48 states and has several million policy- 
owners, we consider the survey to be a 
fair representation of the national situa- 
tion.” 


Guardian Life Issues 
New Non-Can. Policies 


INCOME DEFENDER FEATURED 





Three Improved Contracts All Contain 
Change-of-Plan Provision So Insured 
Can Reduce or Change Coverage 





The Guardian Life of America is in- 
troducing in most states three new in- 
dividual non-can accident and_ health 
policies—with both the renewal privilege 
and the premium rate at issue guar- 
anteed to the insured’s age 65. Fea- 
tured is the Income Defender, providing 
sickness benefits to age 65, and lifetime 
accident benefits. 

All three policies, it is pointed out, 
have the two year modified incontestable 
provision and a modern liberal definition 
of disability. The relation of earnings 
to insurance clause is not used in any 
of the new forms. All three of them 
contain a new, unique change-of-plan 
provision permitting the insured to re- 
duce his coverage or change to another 
non-can policy at a lower premium, re- 
taining the original date of issue and 
age for premium and dividend purposes. 

The policies also provide for optional 
suspension of coverage in event of mili- 
tary service, with return of unearned 
premiums and right to reinstate after 
release from service without evidence of 
insurability. 

The policies permit the policyowner to 
cancel at any time, and to receive a 
refund of a portion of the unearned 
premium if he does elect to cancel. They 
also provide for third party ownership 
for use in business cases. 

Instead of being schedule-type con- 
tracts, the new policies provide only 
monthly income in event of disability, 
with additional benefits provided through 
a unique schedule-type rider. 


Benefits Under Reliance and Income 
Guardian Policies 


Another of the new policies, the Re- 
liance, provides these monthly benefits 
for total disability due to either acci- 
dent or sickness, for a maximum period 
of one, two or five years as selected by 
the applicant. 

Another contract, the Income Guardian 
provides lifetime benefits (60 months 
insured’s own occupation) for total dis- 
ability due to accident, and benefits for 
one, two or five years in event of sick- 
ness, as selected by the applicant. Par- 
tial disability caused by accident is com- 
pensated at half benefit for up to six 
months. 

The Income Defender also pays for 
life for disability due to accident, and 
benefits to age 65 for sickness (60 
months insured’s own _ occupation). 
There’s also provision for partial dis- 
ability benefits for six months following 
the payment of total disability benefits, 
whether it is caused by sickness or 
accident. 

Optional benefits may be provided by 
a new schedule-type rider. The “Addi- 
tional Benefit” rider may be added to 
any of the three policies, and provides 
any or all of the following: Accidental 
death benefit; additional monthly bene- 
fit while hospitalized; excess accident 





insurance coverage to an individual pol- 
icy has more than doubled within the 
last four years alone. Recently intro- 
duced health insurance with paid-up 
premiums at age 65 are also becoming 
increasingly popular, the Institute found, 
while significant advances were noted 
in the number of policies in force which 
guarantee renewal by the insurance 
company. 

Insurance used to help replace income 
lost as a result of illness or injury, cov- 
ered more people in 1957 than ever be- 
fore. Of the total U. S. civilian labor 
force at the end of the year, said the 
Institute, an estimated 63%, or 43 million 
persons, were protected by loss of in- 
come insurance policies and other salary 
continuation plans. 

In concluding its review of health 


insurance for the year, the Institute 
took special note of the greater number 
of people covered by the two basic in- 
suring methods. 

More Baby Group Plans Written 

Purchases of individual and family 
type policies, designed to fit the par- 
ticular needs of a person or individual 
family, increased by an estimated 4% in 
1957 over the year before, and 110% in 
the seven years since 1950. Group health 
insurance policies rose some 15% by 
December 31, up 265% during the same 
seven-year period. The markedly higher 
percentage increase, the Institute ex- 
plained, has been due to the increasing 
number of “baby” Groups—plans which 
often number less than 25 employes— 
and which more insurance companies 
made available in 1957 than ever before. 








Blue Cross Rate Hearing 
In Pittsburgh January 27 


Insurance Commissioner Francis R, 
Smith of Pennsylvania has set Monday, 
January 27, as the date for a_ public 
hearing on the rate filing for higher 
Blue Cross rates made by the Hospital 
Service Association of Western Penn- 
sylvania. It will be held in the Allegheny 
County Court House, Pittsburgh, and 
will be presided over by Commissioner 
Smith. Examination of witnesses will be 
conducted by T. D. McBride, the Com. 
monwealth’s attorney general, and Dep- 
uty Attorney General E. L. Springer. 

This is the second public hearing 
scheduled by Commissioner Smith as a 
result of rate filings made by Blue Cross 
plans in Pennsylvania. The first hearing 
was held January 13, in Philadelphia, 
at which the case of the Associated Hos. 
pital Service of Philadelphia was heard. 
A similar hearing will be conducted in 
Harrisburg on the filing made by the 
Capital Hospital Service, Inc., at a date 
and place to be announced shortly. 





blanket medical expense. 

The monthly hospital benefit is payable 
for as long as four months, and is not 
subject to any elimination period that 
the basic policy may contain. 

The accident blanket medical provision 
provides first dollar coverage up to the 
limit selected, unless the insured re- 
ceives a monthly benefit because of hos- 
pitalization, in which case coverage is 
provided for the excess of expenses Over 
the benefits paid while hospitalized. 

Two Other Riders Available 

Also available for issue with the new 
non-can policies are two other riders. 
One, the aviation pilot’s rider, extends 
policy coverage to pilots or crew mem- 
bers for commercial or private flying, 
both scheduled and non-scheduled. The 
other is Guardian’s income benefit sup- 
plement, which pays $100 per month for 
continuous total disability to the policy 
anniversary nearest the insured’s 5Slst 
birthday, with a six-month elimination 
period. This rider allows programming 
of A. & H. coverage taking into account 
the potential benefit under Social Se- 
curity beginning at age 50. 


Gene Quirini PR Director 
For Federal Life, Chicago 


Chicago—Gene J. Quirini has been 
made advertising and publicity director 
for Federal Life Insurance Co. replacing 
former director Thomas Johnson. 

Mr. Quirini was previously with All- 
state Insurance Co., as a training de- 
partment motion picture director. He 
returned from the service in May, 1957 
where he was a writer for the public in- 
formation office in Frankfurt, Germany. 
Graduated from University of Illinois 
in 1955, he received his degree in journ- 
alism and was a member of Sigma Delta 
Chi, professional journalistic fraternity. 


Darr With Alinco Life 


South Bend, Ind.—Appointment of } 
Reuben Darr as manager of Alinco Life 
Insurance Co., a subsidiary of Associates 
Investment Co. was announced by 
Robert L. Oare, Associates’ board chair- 
man. Formerly superintendent of agen- 
cies for Bankers Security Life, New 
York, Mr. Darr will also supervise the 
consumer credit insurance activities of 
Associates. 











Reserve Life Figures 

Reserve Life of Dallas, Tex., in the 52 
months ending December, 1957, made 
benefit payments in excess of $100 mil- 
lion. In the same period the companys 
surplus increased more than $16 million. 
Its combined surplus and reserves now 
exceed $50 million. 





Sommer Back From Mexico 


Armand Sommer, vice president of 
Continental Casualty in its A. & H. 
division, and Mrs. Sommer, are back in 
Chicago this week after a vacation trip 
to Mexico City. 
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The Challenge To Health Insurance 


It’s No Job for One Company Alone; All-Industry Responsibil- 
ity to Educate and Inform Public; Sees Help from Hospital 
Administrators, Labor Unions, Press 


By James R. WILLIAMS 
Vice President, Health Insurance Institute 


The author of this article, specially writ- 
ten for The Eastern Underwriter, entered 
the accident and health insurance business 
in 1945 as a field underwriter in Chicago. 
He later became editor in charge of publi- 
cations for the old Health and Accident 
Underwriters Conference. He was ad- 
vanced to assistant director of public rela- 
tions in 1949, Four years later Mr. Williams 
was given charge over all public relations 
activities of the organization. 


When the H. & A. Underwriters Con- 
ference became amalgamated with the Bu- 
reau of A. & H. Underwriters in May, 
1956 to form Health Insurance Association 
of America, Mr. Williams came to the 
public relations organization of HIAA 
which is the \Health Insurance Institute. 
Mr. Williams served overseas as a captain 
during World War II. 


One of the most dramatic expressions 
in recent years of how the American 
public feels about taking care of its own 
social and economic security is evidenced 
by the phenomenally rapid growth of 
voluntary health insurance. Today, near- 
ly 123 million people—75% of the popula- 
tion—have some form of health insur- 
ance. Of this number, over 56% are 
insured by programs provided by insur- 
ance companies, 

This growth pattern becomes consid- 
erably more significant when it is real- 
ized that in 1940, a little over 12 million 
were covered by hospital expense insur- 
ance; less than five and a half million 
had surgical expense protection and 
three million owned regular medical ex- 
pense insurance. At about this time 
there was an acceleration of interest by 
many insurance companies in the field 
of health insurance underwriting. 

Perhaps a more impressive example of 
how public interest and demand have 
developed is revealed in the pace set 
during the first six years of the ’50’s. 
There has been a 79% increase in the 
number of people with hospital insur- 
ance issued through insurance com- 
panies; 91% in surgical insurance; 281% 
in regular medical expense insurance— 
and, since 1952, major medical expense 
insurance, issued for the most part by 
insurance companies, has risen 1188%. 

The background of health insurance 
growth and its concomitant public inter- 
est presents a number of questions, prob- 
lems and responsibilities important to the 
insurance business, A social and eco- 
nomic trend which has gained such wide- 
spread public acceptance, of necessity, 
receives nationwide attention. The solu- 
tion of most of the questions, problems 
and responsibilities concerned ate in the 
hands of the insurance business itself. It 
is safe to say that one of the greatest 
of these is the challenge of maintaining 
and building even stronger public ac- 
ceptance of our business. There are sev- 
eral ways in which this responsibility 
can be approached. 


To Create Informed Public 


_ The public in general is “aware” of the 
importance of health insurance to per- 
sonal protection. People subscribe to it 
be ‘cause it adds to their logical sense of 
security—just in case they get sick or 
have to go to the hospital. Yet it is 
doubtful if the majority of people actual- 
ly know how much protection they have 
or what it covers until it is time to use 
it—what health insurance can do and 
what it cannot do. Consequently, we 
who represent the insurance company 
business have the major responsibility 
of continually informing and educating 
the public on what health insurance 


protection means to all people before 
it becomes necessary to use it. 

There is another aspect to this edu- 
cational project. Along with the rapid 
growth and evolutionary changes con- 
stantly taking place in the health insur- 
ance field, we are mindful of the fact 
that health care protections which were 
new and available a few years ago might 
very likely be outmoded or inadequate 
today. In other words, a policy’ that 
fulfilled the health care requirements of 
a policyholder in the ’40’s could easily 
call for revisions and additional cover- 
ages today in view of the many advances 
and cost increases that have been made 
in the medical and health care field. 
Here again, then, the insurance business 
has the responsibility of keeping the 
public currently posted on new develop- 
ments, broader coverages and the ways 
in which the ever-increasing costs of 
disability care can seriously affect the 
financial provisions and breadth of cov- 
erages made in policies issued a few 
years ago. 

An Industry Responsibility 


This matter of continually keeping 
the public informed on health insurance 
developments might be considered as 
“added services” performed by _ insur- 
ance companies. They are, at the same 
time, a public relations responsibility, 
the importance of which.cannot be over- 
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emphasized. The more the public under- 
stands about the protections available 
through insurance companies—and the 
more they know about the continually 
expanding efforts made by the companies 
to meet increasing public demand by 
providing broader coverages, the greater 
will be the public’s acceptance of insur- 
ance company services. 

The principle related to this concept is 
not a special formula applicable only to 
the insurance business. It is a recog- 
nized public responsibility pertinent to 
any industry with the size and stature of 
ours—and which deals as directly with 
the public’s welfare as we do. Simply 
put, it means that what the public does 
not know or understand, it is inclined to 
distrust. Conversely, when the American 
public is presented with all of the facts 
regarding our business life—what we are 
doing in the public interest—we can be 
fairly certain that the decision reached 
by the public will be basically sound 
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and favorable. This constitutes one of 
the fundamental principles of good pub- 
lic relations—the presentation of facts in 
order that the public, as an informed 
group, may make its own decisions. It 
gets back to the time-tested formula 
around which good public relations re- 
volves: 90% performance—10% talking 
about it. 
Help From Unions, Employers, Hospitals 

Our public educational program is not 
limited to broadening the understanding 
of people who have health insurance pro- 
tection. We have unlimited opportunities 
for developing the cooperation and assis- 
tance of many other groups, who, in turn, 
can relay our story to the public. For 
example, the nation’s press is becoming 
increasingly aware of the growing news 
value of health insurance. Among other 
groups, there are the people concerned 
with the administration of hospital care, 
and there are the doctors who provide 
the care. Employers are becoming even 
more conscious of the needs their em- 
ployes have for well-rounded welfare 
programs. Leaders of unions continue to 
show keen interest in the health insur- 
surance picture as it becomes an even 
more vital subject of concern to their 
members; regulatory officials, with the 
responsibility of seeing that the insur- 
ance mechanisms are soundly conceived 
and executed, are cognizant of the ex- 
pansion of public interest in taking care 
of its own health insurance protection. 
These are a few of the unlimited outlets 
we have for reaching the greatest num- 
ber of people with a fuller understanding 
of how the insurance companies are 
conducting business in the public inter- 
est. 

No One-Company Job 


We recognize, of course, that this 
public educational program is not the 
responsibility of one company alone—nor 
can it be successfully conducted by the 
combined efforts of a small group of 
companies. It requires concerted effort 
and development from the entire busi- 
ness—consisting of many companies, 
each doing its share as representative of 
the business as a whole. 

It is also evident that a program of 
this nature cannot be likened to a sched- 
uled campaign planned to start on a 
certain date, built up to a climatic point, 
then over and done with on another 
specific date. Education is a never-end- 
ing process, and when it is considered 
that we in the health insurance business 
have the responsibility of educating the 
entire population of this country on a 
subject of such personal concern to each 
person—and one which is constantly un- 
dergoing progressive changes—we can 
realize that, of necessity, it must be 
looked upon as long-range. Further than 
that, it will undoubtedly present future 
problems and responsibilities unforesee- 
able today. It is a challenge of consid- 
erable magnitude to our business; yet it 
is one that can and will be met as each 
of us, participating in this project to the 
best of our individual abilities, continues 
to bolster public trust and confidence in 
our business and through our own rep- 
resentative actions. 
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Continental Issues New 
« Dental Surgery Rider 


DENTAL ASSN. COMMENDS STEP 





Rider to be Attached to All Hospital and 
Surgical Type Policies Without Ad- 
ditional Cost to Policyholder 





Dr. Clem Martin, medical director of 
Continental Casualty announced on Jan- 
uary 15 a liberalization of the company’s 
accident and health policies to keep pace 
with modern medical progress. A new 
rider attached to all hospital and surgi- 
cal type policies will provide, without 
additional cost to the policyholder, cov- 
erage for certain dental surgery for 
patients confined in a hospital. The same 
rider also extends coverage for the 
administration of anesthetics by both 
hospital employes and specialists in the 
field. 

This extension of benefits, effective 
January 1 for all present Continental pol- 
icyholders, will be included in every new 
hospital type policy sold hereafter by 
the company. No extra premium will be 
asked for this extended coverage. 

“The extension of dental and ancs- 
thetic benefits is the result of Continen- 
tal’s continuing interest in medical ad- 
vances,” said Dr. Martin. “A dentist 
rather than a physician usually per- 
forms the kind of operation known as 
oral surgery. We see no reason for 
considering such operations different 
from an appendectomy or tonsillectomy 
when providing accident and health pro- 
tection.” 

Importance of New Rider 


The new rider eliminates any distinc- 
tion between oral surgery and other 
types of surgery. Treatment of a frac- 
tured jaw by a dentist provides the same 
basis for a claim as does treatment of a 
fractured leg by a surgeon, Dr. Martin 
pointed out. 

Hospital room and board and miscel- 
laneous expenses are now payable when 
a policyholder is hospital confined for 
any dental surgery, including extractions. 

Surgical benefits are now made pay- 
able for oral surgery when it is neces- 
sary because of an injury, whether the 
operation is performed in the dentist’s 
office or in a hospital. If the dental 
surgery is made necessary because of 
sickness or disease or if a dental extrac- 
tion is done, the patient must be confined 
to a hospital in order to receive pay- 
ment. 

“This does not mean that prosthetic 
or reparative dentistry will be covered 
but it does mean that all other oral 
surgery will be cared for under ordinary 
hospital and surgical type policies,” Dr. 
Martin said. 


Comment by Amer. Dental Association 


Continental’s new dental rider won 
commendation this week from the Amer- 
ican Dental Association. Dr. Jay H. 
Eshleman of Philadelphia, chairman ot 
the A.D.A. Council on Dental Health, de- 
scribed the action as “a forward step 
in helping to meet the public’s health 
needs,” and said that the new rider was 
welcomed by American Dental Associa- 
tion as indicative of a new trend to 
develop realistic programs for meeting 
the costs of dental care which, in past 
years, have been largely ignored in 
health insurance programs. 





Nietschmann in New Post 


William Nietschmann has been named 
by Continental Casualty as manager of 
the A. & H. Division of its San Fran- 
cisco branch office. Mr. Nietschmann as- 
sumed his new duties on January 13, 
1958. 

Before joining Continental in 1954, 
Mr. Nietschmann served ten years in the 
U. S. Marine Corps, leaving with the 
rank of captain. Prior to his new ap- 
pointment he was sales manager and 
assistant to the superintendent of the 
special risks division of Continental’s 


Chicago office. 


State Mutual Names Hayes 
As S. & A. Claim Manager 





RAYMOND N. HAYES, JR. 


Raymond N. Hayes, Jr., son of a for- 
mer secretary and_ public relations 
director of State Mutual Life, has been 
appointed manager of the company’s 
sickness and accident claims department, 
law division. His father, the late Ray- 
mond N. Hayes, retired after more than 
40 years of service with the Company. 

A graduate of Dartmouth College with 
an A.B. in economics in 1941, Mr. Hayes 
served in the U. S. Navy from 1942 to 
1946 as a destroyer escort communica- 
tions officer in the Pacific. Upon dis- 
charge he joined the Whitcomb divi- 
sion of United States Envelope in a sales 
capacity. 

In 1950 he became associated with the 
accident and sickness claim department 
of Paul Revere Life, Worcester, and in 
1955 was transferred to its field organi- 
zation in Findlay, Ohio. A member of 
the Masons and American Legion in 
Worcester, he will again take up resi- 
dence there with his wife and three 
children. 


S. J. Edelman Slated to Be 
Top V.P. of New Phila. Co. 


EDELMAN 


SHERMAN J. 


Sherman J. Edelman, vice president of 
the Mount Vernon Life in charge of its 
A. & H. division, is slated to be named 
executive vice president of a newly 
formed life and A. & H. company in 
Philadelphia within the next week or 
so. President of the company will be 
Paul Brandeis, prominent attorney in 
Philadelphia. 

The new company, named Life Assur- 
ance Co. of Pennsylvania, will be located 
at 2101 Walnut Street, Philadelphia. Re- 
portedly, it will start active operation in 
early February with $300,000 capital and 
$300,000 surplus. All forms of life, Group 
and A. & H. will be written. 

Mr. Edelman came East to Mount 
Vernon Life in mid-1956 after holding 
the post of vice president and chief 
administrative officer with Sterling In- 
surance Co, in Chicago. He is a gradu- 
ate of De Pauw University and De Pauw 
College of Law. 





Whitehall Tells Why Blue Cross 


Rate Increases Are Justified 


A spokesman for life companies sell- 
ing health insurance last week expressed 
his belief that rate increases which 
Blue Cross organizations have been re- 
questing recently are justified. 

Albert V. Whitehall, director of health 
insurance, Life Insurance Association of 
America, speaking before a New York 
meeting of the Employe Health & Bene- 
fits Committee of National Association 
of Manufacturers, described the Blue 
Cross rate increase problem as “quite 
simple.” 

“We know that hospital costs are go- 
ing up,” he declared. “Hospital leaders 
have told us that hospital costs will go 
up at least 5% per year, and maybe 
more. And we know this is not just in- 
flation, but is more a reflection of bet- 
ter care—made possible by expanded 
medical science which has added many 
years of better health to all our lives. 

“Now Blue Cross is supposed to pay 
the whole hospital bill—and member hos- 
pitals are not permitted to charge the 
patient anything extra above Blue Cross 
service benefits. So—as hospital costs go 
up, shouldn’t Blue Cross subscription 
rates go up too?” 


Quality of Hospital Care Important 


If Blue Cross is denied adequate in- 
come to finance increasing costs of hos- 
pital care, Mr. Whitehall added, “then 


we face deterioration in the quality of 
care in our community hospitals and 
some inequitable situations in the distri- 
bution of that cost.” 

When Blue Cross began, Mr. White- 
hall said, it had the idea of eventually 
becoming a monopoly. If Blue Cross 
had become a monopoly, then rate reg- 
ulation would have been a_ necessary 
thing. “However, it did not become a 
monopoly. Today in the voluntary health 
insurance field we have vigorous com- 
petition which is doing far more to bene- 
fit the general public than state or 
Federal Government regulation could 
ever accomplish,” he said. 

“If your company has its coverage 
through Blue Cross,’ Mr. Whitehall 
asked the NAM committee members, 
“are you really getting a bargain because 
you get a cheaper rate from the hospital ? 
Or, are you helping to starve out the 
quality of hospital care in your com- 
munity ? 

“Tf, on the other hand, you are pur- 
chasing hospital care through an insur- 
ance company by which you pay the 
regular hospital rates, are you getting 
your full dollar’s worth of hospital serv- 
ice? Or are you helping to subsidize the 
hospital against the losses it incurs on 
Blue Cross patients ? 

“Our best hope of keeping prices and 
costs of health care within reasonable 


N. Y. Life Monthly Loss ; 
Of Income A. & H. Cover 


MARKET: EMPLOYED WOMEN 








Two Non-Can. Policies Give 5 Years 
Maximum Benefit for Total Disa- 
bility from Accident Cause 





Three new monthly income loss of 
time accident and sickness insurance 
policies, designed especially for employed 
women, have been introduced by the 
New York Life. It is estimated that 
there are some 21 million women em- 
ployed in the United States. 


Increase in Maximum Benefits 


Principal feature of the new policies, 
two of which are non-cancellable and 
guaranteed renewable by the company to 
age 60 and one to age 65, is a substan- 
tial increase in maximum benefit periods 
as compared with those provided in 
earlier policies. 

One policy, a completely new plan, 
provides a maximum benefit period of 
five years for total disability resulting 
from accident and a maximum benefit 
period of two years for total disability 
resulting from sickness. 

The other two policies provide a 
maximum benefit period of five years for 
total disability resulting from accident 
as compared with a two-year maximum 
benefit period provided under earlier 
policies. The maximum benefit period 
for total disability resulting from sick- 
ness, a provision under one of these 
policies, remains unchanged at one year. 
The other provisions and conditions of 
the policies are substantially similar to 
those contained in the company’s earlier 
plans for women. 





1957 Was Best Year to Date 
For All American L. & C. 


E. E. Ballard, president of All Amer- 
ican Life & Casualty of Park Ridge, III. 
is in a happy mood as he surveys the 
fine production results of the company 
for 1957. Although an ambitious goal of 
$77,500,000 combined life and A. & H. 
volume was set for the past year, All 
American’s field forces went over the 
top with $81,231,928 production. Mr. Bal- 
lard explains that this figure is based 
on the assumption that $30 of A. & S. 
premium is the equivalent of $1,000 of 
life insurance. 

All American has been writing life 
insurance for 18 months only, yet its 
1957 volume in this field was $42,047,193, 
including Group life of $4,421,000. New 
accident and sickness premiums written 
were $1,275,541, which surpassed all ex- 
pectations. 

For 1958 Mr. Ballard has set a goal 
of $1,350,000 in new A. & S. premiums 
and a goal of $72,250,000 in Life Insur- 
ance including $25,000,000 of Group life. 

Based on the formula that $30 of A. & 
S. premium is the equivalent of $1,000 
life insurance, Mr. Ballard says_ this 
represents a combined volume of $117,- 
250,000 for 1958. 

“Great achievements are necessarily 
the result of great goals,” he points out. 
“We can accomplish our 1958 goal by 
thinking together, planning together, and 
planning together, and working together 
during” 1958. 





BOOK ON MOTORING SAFELY 

“Youth at the Wheel” is the title of an 
illustrated book on the automobile and 
motoring safety written by Harold T. 
Glenn and published by Chas. A. Ben- 
nett Co., Inc., Peoria, Ill. The price is 
$3.60. 





control lies in making every individual 
conscious of what health care costs, and 
constantly.concerned about keeping that 
cost to a necessary minimum.” 
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